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a THE EQUITABLE 


Founded on the principle of equality, it has ever been the aim and the practice of The 
Equitable to transact its business with policyholders and their beneficiaries justly and fairly, and 
with a view always to serving the best interests of its members. It is an institution Equitable in prac- 
tice as well as in name. 


LIFE ASSURANCE 


Life assurance is a service far broader in scope than mere provision against the economic 
loss occasioned by death. It means security and peace of mind. Equitable policies are primarily for 
the living. Either the insured (or his dependents) will sooner or later benefit financially from any 
Equitable contracts which he maintains. Largely, Equitable life insurance is provided not because of 
the possibility that someone will die, but because of the assurance that someone will live. 


SOCIETY 


The Equitable is a purely mutual company. It is a great cooperative institution, altruistic 
‘ in purpose, beneficent in its objectives, and conducted solely in the interests of its policyholders 
and their beneficiaries. Equitable policyholders are the sole owners of the resources of the Society. 











ell OF THE U.S. 


NCE The Equitable is a national not a local institution. It has branch offices in the principal cities, 
and representatives in practically every section. Likewise, its investments are broadly distributed and 
are limited to the most conservative types. Every state (including your own) from which premium 
income is derived shares in the advantages of the Equitable’s carefully diversified investment program. 
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Thomas I. Parkinson, President 393 Seventh Ave., New York, N. Y. 
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One Thing Certain 


For the past two years more 
than ever before, the American 
public has realized that the one 
thing certain in this world of 
bewildering uncertainty, is life 
insurance, 








During the same period, the 
agents of the Peoria Life In- 
surance Company are likewise 
keenly aware of the worth of the 
Company’s service in their be- 
half. They are impressed that 
the men in charge of its agency 
affairs, at the home office and in 
the field, are exceptionally well 
fitted by experience to under- 
stand and counsel with them in 
their problems, and by natural 

















inclination quick to put forth the 
maximum of practical coopera- 
tion. 


Peoria Life agents appreciate 
the measures provided by their 
Company to sustain their lively 
interest and enthusiasm in this 
great business, to stimulate their 
greatest effectiveness, to widen 
their opportunities, and to de- 
velop their most profitable 
activity. 


Peoria Life Service to Agents, 
like the security of life insurance 
in times of stress, is recognized 
and appreciated as “one thing 
certain” by Peoria Life Agents 
—always responsive to their 
needs—always contributing freely 
to their greatest possible success. 











Peoria Life Insurance Company 


PEORIA, ILLINOIS 
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Profitable Prospecting 


LL life insurance salesmen and managers agree that to be successful a salesman must have 
a list of prospects. He must establish favorable contact with the prospect and must pre- 
sent in a logical and convincing manner a definite need and a plan to supply the need. 


But how shall these three requisites be accomplished? 


The Ohio National has completed for its field force a 
visual prospecting sales talk. It secures a favorable in- 
terview on referred names. It presents a definite need. 
It offers a plan to satisfy the need. 


Two agents upon receiving the sales talk and instruc- 
tions started out to use it immediately. Results the first 
day—Agent Number One sold a policy for $5,086; 
Agent Number Two sold a policy for $7,629. 


The plan goes farther than establishing contacts, inter- 
esting the prospect and supplying a need—it increases 
the number of prospects and makes prospecting itself 
profitable, a id 


This new visual sales presentation plan is one of the 
many reasons “Why It Pays to Tie Up with The Ohio 
National.” 








Salary Continuance Agreement 


The proceeds of this policy shall, at 
the death of the Insured, in lieu of 
settlement as provided on the first ° 
page of this policy be paid to the 
Beneficiary entitled to receive the 
same in equal monthly 


Salary Continuance Installments 


for a period of One Hundred and 
Twenty months, at the rate of..... 


Fifty Dollars Per Month. 





The above is quoted from the Salary 
Continuance Agreement Plan. The 
plan may be secured by a policy- 
holder age 35 for a monthly saving 
as low at $6.26. 





A guaranteed income of $50.00 a 
month for a monthly saving of 


$6.26. 





This plan satisfies a present day 
need, 





Salesman wanted in select locations in the following states: Illinois, Indiana, lowa, Kansas, 
Kentucky, Michigan, Missouri, Nebraska, Ohio, Oklahoma, Pennsylvania and Texas. 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


T. W. Appleby, 
President 


CINCINNATI, OHIO 


E. E. Kirkpatrick 
Supt. of Agencies 
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NEW BRANCHES IN THESE CITIES 


Will Have Advantage 


of 
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THE PAN-AMERICAN'’S 
AGENCY-BUILDING AIDS 
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A Liberal Contract for 
Managers, Plus Home 
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Office Help in Securing 
and Training Agents, 
Will Hasten Organiza- 
tion. 


Included in those states of the Pan-American’s territory 
under intensive development this year are Iowa, Kansas, 
Missouri, Oklahoma and Arkansas. New branch offices 
will soon be opened in the thirteen cities of these states 
indicated on the above map. 


The Pan-American is already known in each of these 
districts. This advantage, however, is only one of a 
number which will be enjoyed by managers selected for 
the new offices to be established. 


A new ultra-liberal manager’s contract provides for un- 
usually generous allowances for the first three years .. . 
more than offsetting the usual organization expense. A 
recently developed direct-mail plan for securing new 
agents will help solve the problem of agency personnel, 
while the Pan-American’s primary training guide will 
start the training of new producers along the right lines. 


Trained men between the ages of twenty-five and forty 
years, preferably married and who have records of per- 
formance, will be considered for the position of manager 
in each of the above cities. First communications con- 
cerning these openings should contain complete infor- 
mation as to the applicant’s past record, and a photo- 
graph should be furnished. When appointments are 
completed, a course of instruction in Pan-American 
policies and underwriting practices will be, given ap- 
pointees in the Home Offices of the company or by visit- 
ing officials. 


For further information concerning openings, address 


TED M. SIMMONS 
Manager United States Agencies 


PAN-AMERICAN 


CRAWFORD H. ELLIS 
° President 
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THE PAN-AMERICAN’S NEW 
MANAGER’S CONTRACT 


The men selected to manage the new branches will have the benefit 
of a contract devised especially to permit opening of these offices. 
Unusual allowances during the first three years of the contract 
provide more than sufficient funds for agency organization. 


* 


A DIRECT-MAIL PLAN FOR 
SECURING AGENTS 


The Pan-American has created for benefit of its managerial staff 
and is using successfully, a system comprised of letters and book- 
lets designed to attract men and women from other lines of busi- 
ness into Life Underwriting. This free Home Office service will be 
available to each new manager appointed. 


* 


THE PAN-AMERICAN AGENTS’ 
TRAINING COURSE 


Offering a groundwork in life insurance training for new agents, 
the Pan-American Confidential Training Guide is now in use in 
every Pan-American agency. These courses will be supplied free 
for use of managers appointed to the above offices. 


* 


INSURANCE CoO. 


E. G. SIMMONS 
Vice-Pres. and General Manager 
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End Interlocking, 
Olsness Demands 


Legislation to Halt Looting of 
Trust Funds by Manipula- 
tors Is Urged 


N. D. OFFICIAL IS HEARD 


Eyes of Many Greedy Men Have Be- 
come Focused on Insurance, Com- 
missioners Are Told 


Commissioner S. A. Olsness of North 
Dakota, in his address before the an- 
nual meeting of the National Convention 
of Insurance Commissioners on inter- 
locking and holding company control of 
life insurance companies, called on the 
commissioners to adopt a_ resolution 
strongly condemning manipulations, 
which do violence to the trustee spirit 
of life insurance, and requesting legis- 
lation to accomplish the reform. 

Mr. Olsness is chairman of the com- 
mittee on interlocking of the commis- 
sioners’ convention. 

“This convention should go on rec- 
ord in the strongest terms possible,” Mr. 
Olsness declared, “accompanied by all 
the publicity we can.secure, in con- 
demnation of any further acquirement 
of control of life companies by holding 
companies or the control of one life 
company by another, or the control of 
two or more life companies by the same 
group of individuals. The reinsurance 
ot one company’s business by another 
should not be interfered with if accom- 
plished under proper state supervision. 


Responsibility of Individuals 


_ “Investments in the stock of one life 
imsurance company by another,” he con- 
tinued, “should be entirely prohibited 
and legislation should be enacted to ac- 
complish this desired reform, all of 
which will lead to the placing of the re- 
sponsibility for the faithful administra- 
ton of the policyholders’ trust funds 
and the fulfillment of the company’s ob- 
ligations in the hands of certain indi- 
viduals whose identity will be clearly 
established, thus frustrating all attempts 
to conceal the ownership of control 
stock to evade responsibility. 
.., Legislation,” Mr. Olsness added, 
should likewise be recommended that 
will absolutely prohibit the investment 
o: any funds of a life company in the 
stock of any bank or investment com- 
pany and no bank or investment com- 
may should be permitted to hold more 
— 10 percent of the stock of any life 
of > sy Sage the ownership or control 
od r te company through interlock- 
~5 irectorates between the life com- 
" y and bank or investment company, 
7 ‘agp joint ownership through a 
~ — company, having control of two 
pa py the institutions, should be 
tt ‘ y this prohibition. We should 
so or our ultimate goal a situation 
re each life insurance company 
(CONTINUED ON PAGE 22) 





Industrial Insurers Holding 
Convention in New Orleans 


STRONG PROGRAM PRESENTED 





Stevenson, Simmons, Jennings, Munford 
and Estes Among Company 
Officials on List 





NEW ORLEANS, Oct. 20.—The In- 
dustrial Insurers Conference is holding 
its annual meeting here this week. Presi- 
dent E. T. Burr, actuary of the Durham 
Life, opened the first business session 
Wednesday morning. Paul B. Habans 
gave the address of welcome, with the 
response by Otis P. Grant, vice-presi- 
dent and general manager Life & Cas- 
ualty. 

Following the president’s annual ad- 
dress, reports by P. W. Jones, Bank- 
ers Health & Life, secretary-treasurer, 
and several of the committee chairmen, 
three formal addresses were scheduled. 
Harry McEnerny, New Orleans attor- 
ney, spoke on “Industrial Life Insur- 
ance”; B. Stevenson, vice-president 
National Life & Accident, on “Develop- 
ing an Ordinary Department,” and F. S. 
Normann, New Orleans attorney, on 
“Insurable Interest and Right to Pro- 
ceeds of Life Insurance Policies.” 


Burr Against Unemployment Cover 


Unemployment insurance is imprac- 
ticable, President Burr declared. “The 
only way it could be operated would be 
through the government at great ex- 
pense to the tax payers,” he said. “The 
unemployment fund into which both the 
employer and employe pay a fixed sum 
is a good idea, but it has one weakness. 
What would happen to the unemployed 
when a business failed? I happen to be 
an actuary and on an actuarial basis, ad- 
ministration of unemployment funds by 
the government might be the best way. 
But it would be likely the most expen- 
sive way.” 

He was accompanied by Commis- 
sioner Dan C. Boney of North Caro- 
lina, who was on his way to Dallas to 
attend the commissioners’ meeting. 


Simmons, Jennings, Munford Speak 


The program for the ‘thursday morn- 
ing session included addresses on “Life 
Insurance Sales,” by Ted M. Simmons, 
superintendent of United States agen- 
cies Pan-American Life; “Conservative 
Expansion,” by F. E. Jennings, presi- 
dent Peninsular Life, and “The Prob- 
lem of the Ex-Agent,” by G. W. Mun- 
ford, secretary Home Security Life, to- 
gether with the reports of the executive 
and statistical committees. The general 
session was followed by an _ execu- 
tive session limited to company officials. 

The principal feature of the final day’s 
session Friday will be a general dis- 
cussion on “Taxation,” led by P. M. 
Estes, general counsel Life & Casualty, 
who will also report for the law com- 
mittee. Officers will be elected, the next 
meeting place selected and other un- 
finished business disposed of at this ses- 
sion. 

The golf tournament was set for 
Wednesday and Thursday afternoons, 
with a matinee for the ladies Wednesday 
afternoon and a three-hour cruise Thurs- 
day afternoon on Lake Ponchartrain, 


through the industrial canal and New 





Two More Companies Sign 
Anti-twisting Agreement 





TOTAL IS NOW FIFTY-FIVE 





Some Agitation for Action Which 
Would Go Farther Than Scope 
of Present Pact 





NEW YORK, Oct. 20.—In the short 
time that has elapsed since the vital seri- 
ousness of the twisting situation was 
brought out at the American Life Con- 
vention meeting in Toronto, two more 
companies have subscribed to the inter- 
company anti-twisting agreement and it 
is expected that many more will do so 
as soon as they have had a further op- 
portunity to consider the step. The to- 
tal of signatory companies is now 55. 

The actual results of the agreement in 
conserving business were shown by 
Vice-President Frank L. Jones of the 
Equitable Life of New York, chairman 
of the inter-company committee, who 
declared that the situation is a challenge 
to take the whole theory of legal re- 
serve life insurance. 


Invite Others to Join 


Now that the anti-twisting pact has 
proven its worth, other companies will 
be invited to join. Until now there has 
been no effort to promote the idea gen- 
erally, as it was felt that it would be 
best to establish a reliable foundation 
based on the experience volunteered by 
a relatively few member companies. 

The real danger, as Mr. Jones pointed 
out, is that there will be extensive raids 
on business that is not loaned on. If 
the idea of a policyholder’s taking his 
cash value and buying new insurance 
gains headway, the situation will be bad 
for all concerned for the company ac- 
cepting the twisted business is sub- 
scribing to the idea that it is wise to 
switch insurance every few years, and 
can logically look to have this business 
twisted away prematurely by the same 
route by which it came. Since it takes 
from five to eight years or mpre for new 
business to pay for the cost of being 
put on the books, it is obvious that the 
wholesale rewriting of business will be 
disastrous all the way around. 


Would Extend Scope Farther 


There is considerable agitation for ac- 
tion which would go even farther than 
the scope of the present anti-twisting 
agreement, under which member com- 
panies notify those whose business is 
about to be dropped so that they may 
conserve their policies. A rule denying 
commission or volume credit on twisted 
business has been urged by the Detroit 
Life Managers Association, and has 
been advocated here by Manager P. S. 
Myrick of the Mutual Life of New York 
and Manager J. C. McNamara of the 
Guardian Life of New York. Several 
prominent companies already make it a 
rule to pay no commissions on such 
business. 

(CONTINUED ON PAGE 13) 








Orleans harbor. There was a dinner- 
dance Wednesday night and the get- 
together dinner Thurs@ay night, at 
which the golf trophies were presented. 





Commissioners in 
Colorful Sessions 


Troupers Make Stands in Dallas, 
Houston and Galves- 
ton, Tex. 


IMPORTANT ISSUES UP 


Interlocking Control of Companies and 
Valuations Get Attention—Tarver 
Scheduled for Presidency 


By C. M. CARTWRIGHT 

GALVESTON, TEX., Oct. 20.—The 
National Convention of Insurance Com- 
missioners holding its meeting in Texas 
this week decided to delve into the 
subject of holding companies and in- 
terlocking directorates of life companies. 
Action was taken after Commissioner 
Olsness of North Dakota gave his ad- 
dress on the subject, calling attention 
to the dangers of such a practice and 
stating the collapse of the Security Life 
and Inter-Southern Life was due to the 
devices he condemned. 

President C. D. Livingston appointed 
a special committee consisting of 
Brown, Minnesota, chairman; Olsness 


of North Dakota, Thompson of Mis- 
souri, Gough of New Jersey, Van 
Schaick of New York. It is expected 


this committee will report at the De- 
cember meeting and propose proper 
remedial legislation if such is practical. 

The annual meeting sessions started 
this week in the highly colorful but in- 
teresting peacock terrace of the Baker 
hotel at Dallas. In this room during 
the summer, Dallas people regale them- 
selves in the evenings. It is a roof gar- 
den with a fountain, unique lanterns, ar- 
tistic gateways and artificial vines and 
flowers on all sides. 

Commissioner C. D. Livingston of 
Michigan, the convention president, pre- 
sided, with Commissioner Jess G. Read 
of Oklahoma, secretary, at his hand 
looking after the mechanics of the 
gathering. 


Welcomes Are Given 


Bishop Harry T. Moore of the Meth- 
odist Episcopal Church South spoke the 
invocation. Governor Sterling could not 
be present. R. B. Cousins, Jr., former 
Texas commissioner and now manager 
of the Texas Fire Prevention Associa- 
tion, represented the state. He stated 
that Texas has more domestic legal re- 
serve life companies than any other 
state and it has more outside life com- 
panies licensed than. any other state. 
Mayor Turner extended the greetings of 
the city. 

Commissioner W, A. Tarver of Texas, 
first vice-president of the association, 
instead of responding to the welcome, 
as has been the custom of those hold- 
ing his office in the past, introduced 
some commissioners to officiate as re- 
sponders. They included Commissioners 

(CONTINUED ON PAGE 12) 
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Crisis Is Passed, Thompson 
Tells Actuaries at Ottawa 


NOT ALARMED OVER LOANS 


Dividend Reductions Made to Compen- 
sate for Strain of Demand for 4 
Cash Value 


More than 200 delegates to the con- 
vention of the Actuarial Society of 
America at Ottawa last week were 
heartened by the presidential address 
of J. S. Thompson, vice-president Mu- 
tual Benefit Life. “We surmounted 
the crisis of the depression in June 
or July,” declared Mr. Thompson, 
“and now the greater constructive forces 
must be directed towards a program of 
solving the deep-seated problems of 
agricultural maladjustment, over produc- 
tion, unemployment, tariff equalization 
and world peace. These fundamental 
problems are yet to be solved, but the 
events of the last few months have reg- 
istercd a definite improvement in senti- 
ment.” 


Heavy Demand for Cash Values 


A tendency to lower dividends to 
compensate the life companies for the 
strain of the demand for cash values 
was indicated in President Thompson’s 
address. He reviewed the actuarial 
views in previous depressions as re- 
vealed in the “Proceedings” of the Ac- 
tuarial Society. 

He was not particularly alarmed by 
the demands for loans but said the 
strain which may be placed upon the or- 
ganizations to render the loan service 
may be worth to the individual policy- 
holder all that it costs him as a member 
of the organization. “It is merely nec- 
essary that reasonable equity be pre- 
served as between the policyholder who 
takes advantage of the surrender value 
of his policy and the one who continues 
his contract without lapse or encum- 
brance, and also as between the policy- 
holders of one generation living in an 
era characterized by deflation and liquid- 
ation and those of another for whom 
economic influences are the reverse. It 
is the actuary’s duty to see that this 
equitable relation is maintained as far 
as is reasonably possible,” said Mr. 
Thompson. “In the maintenance of 
equitable relationships between mem- 
bers, one of the most effective instru- 
ments is a suitable modification of the 
rate of interest assumed in premium, re- 
serve, and dividend calculations.” 


Superintendent Finlayson Speaks 


Papers were given by E. E. Cammack, 
vice-president Aetna Life; M. A. Linton, 
resident Provident Mutual Life; E. W. 

arshall, vice-president Provident Mu- 
tual; and Dr. Arthur Hunter, 
president New York Life. 

Mr. Linton’s paper upon “Panics and 
Cash Values,” in which he considered 
the decided increase in loans and sur- 
rendered policies, was discussed at 
length. 

G. D. Finlayson, Canadian superin- 
tendent of insurance, in speaking at the 
convention dinner, said: “The best 
things in life have to be sold to the 
people or they think they are of no 
value. In spite of the fact that insur- 
ance has gone over the 100 billion mark 
in written policies, people are still de- 
cidedly under-insured.” 


Insurance Stood Impregnable 


“When every other business seemed 
to be going to smash insurance stood 
impregnable,” declared Harold 
Wright, third vice-president and man- 
ager of the Metropolitan Life in Canada. 
“People have the money, insurance has 
the record for reliability, it is up to the 
insurance men to go out and sell,” he 
said. 

The informal and secret discussion 
was of great importance. There are a 
multiplicity of problems existing today, 
upon. which the observations of actu- 
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E. T. BURR 


E. T. Burr, actuary of the Durham 
Life of Raleigh, N. C., who is president 
of the Industrial Insurers Conference, 
is presidi at the annual meeting of 
that organization, which is being held 
this week in New Orleans. 








Danger of Rewriting Seen 
in Case of Triple Coverage 


One great danger in rewriting policies 
is illustrated by an outstanding case 
arising in a great agricultural state, in 
which three companies appear to be 
liable for a total of almost $80,000 under 
policies containing the double indemnity 
clause. The first policy was for $10,000. 
Later an agent of another company 
wrote another $10,000 policy on the 
farmer’s life, the intention, it is said, 
being to replace the original policy, on 
which heavy loans had been made. 
Then a third agent wrote a $20,000 
policy, which it is said was intended to 
replace the other two policies, which 
had not yet been canceled. At this 
juncture the farmer was killed acci- 
dentally. The third company is under- 
stood to have paid its $40,000, but the 
other two are withholding payment on 
the claim of over-insurance. It appears, 
however, that they are on the risk and 
are liable, no matter what the intent of 
the farmer and the agents may have 
been. 


Can Deduct Municipal Tax 


Refunds ‘on a portion of the Kentucky 
taxes paid by the Western & Southern 
Life have been ordered by Assistant 
General Attkisson, recognizing the con- 
tention of the company that taxes paid 
to municipalities should be deducted 
from the amount paid into the state 
government. Taxes paid by general 
agents of the company were not in- 
cluded in the refund as they are classed 
as a tax on the agents and not the com- 
pany. 








aries are valuable and practically all of 
these current topics were discussed. 

There was discussion of financial af- 
fairs, one phase taken up being whether 
the laws governing investments of in- 
surance companies should be modified 
so as to permit more general purchase 
of guaranteed and preferred stocks. The 
dividend question was up, the actuaries 
being requested to discuss the reaction 
of policyholders to dividend reduction. 
The disability situation was discussed, 
as well as annuities and the surrender 
problem. There was discussion whether 
surrender charges should be increased. 

It was decided to hold the annual 
meeting in Chicago next May. 





Importance of Character 
of Management Stressed 


VAN SCHAICK GIVES VIEWS 


New York Superintendent Enunciates 
the Principles That Should 
Guide Claim Practices 


When the management of an insur- 
ance company has shown by its record 
that it can be implicitly relied upon an 
insurance department will in proper 
cases act accordingly and lessen the 
rigidity of discretionary requirements, 
Superintendent Van Schaick of New 
York observed in his address before the 
annual meeting of the National Conven- 
tion of Insurance Commissioners. “A 
record of achievement without indulging 
in sharp practices,” he said, “means 
more in the eyes of an insurance super- 
visor than underwriting profit. 

Although in insurance supervision, ac- 
cording to Mr. Van Schaick, there must 
be strict compliance with statutory and 
other requirements as to examinations, 
reports and other activities, common 
sense should be applied. Discretion 
should be intelligently and sanely ex- 
ercised, he said, and discretion is often 
contro!led by confidence. The greatest 
asset of any company is management, 
he declared. 


Claim Practices Discussed 


Mr. Van Schaick devoted much of his 
address, the subject of which was, “In- 
surance Administration as a Public 
Service,” to claim practices. 

Commissioners, he pointed out, are 
often called upon to relieve the public 
against a too strict application of the 
law of contract. The contract is com- 
plex and rarely understood or even read 
by the policyholder, he pointed out. Be- 
cause of the rule of construction that if 
any doubt arises as to its meaning it is 
resolved against the insurer, the com- 
pany must always be on the alert to 
protect itself against unfounded claims, 
he pointed out. The company, he said, 
should resort to every possible means 
to protect itself against imposition. “The 
ease with which manufactured claims 
have at times been established to the 
satisfaction of courts and juries has been 
a drain upon companies’ financial re- 
sources,” Mr. Van Schaick observed. 

On the other hand, he said, an in- 
surer has no moral right to invoke re- 
strictions to reduce or defeat a reason- 
able claim. Irregular claim practices 
undermine public confidence. The true 
spirit of protection contemplates that 
the technical provisions of contracts are 
to be considered in the highest degrée 
of good faith, not being designed to af- 
ford legal loopholes through which to 
avoid payment of legitimate losses. 


Vietim of Technicalities 


“Commissioners have a duty,” he 
said, “to endeavor to relieve from, 
wherever possible, the rigid terms of 
contract and practices which, while gen- 
erally necessary, might work hardship 
and injustice in individual cases. Often 
the policyholder, he said, becomes a vic- 
tim of misunderstood technicalities. The 
commissioners should marshal the facts 
so as to convince companies that equity 
should prevail, he declared. 

Responsible companies, Mr. Van 
Schaick declared, will not be silent about 
claims where the claimant is in ignor- 
ance or resides in foreign lands. Where 
such a practice does occur, he said, it 
can be attributed to the carelessness of 
some over zealous claim agent. 

“Often,” Mr. Van Schaick said, “a 
company should lean backward, particu- 
larly when dealing with a widow or 
beneficiary of the bread winner, who 
was the assured. There is constant need 
for sympathetic accord with the social 
concepts of insurance,” he said. 

Mr. Van Schaick condemned dilatory 
tactics or high pressure methods in 
forcing settlement. Unfair advantage 





Long Term Lenders Profit 
by Home Loan Bank Pla, 


PROVIDES CREDIT RESERVOIR 


Chairman Fort Explains System y 
Meeting of New York Underwriters 
—Klingman Speaks 


The Home Loan Bank system yjj 
furnish a credit reservoir for long-term 
lenders—life companies, savings banks 
and building and loan associations—ijy 
the same way that the federal resery 
system now supplies a credit reseryoj 
for short-term lenders, Franklin \ 
Fort, chairman of the Home Loan Ban} 
Board, told members of the New Yor 
City Life Underwriters Association x 
their first dinner meeting of the season 
The address was broadcast over statig 
WOR. 

The purpose of the home loan bank 
is not an emergency one, he said; th 
emergency feature has been merey 
grafted on to stop foreclosures in th 
present emergency. From the day th 
banks opened, two days thence, ther 
should be no more foreclosures, Mr 
Fort declared, except in those case 
where the owner is so hopelessly in. 
volved that nothing can save him. 


Affords Low Interest Rates 


The real purpose of the system, he 
said, is to make it possible for youn 
men wishing to own their homes to bor- 
row money for the purpose at low in 
terest on a long-term basis. The hom 
loan banks will do this by encouraging 
the long-term lenders to lend freely and 
at low interest rates. The system wil 
enable these lenders to make loans with- 
out fear of finding themselves frozen w 
with long term loans and unable to meet 
their cash demands. 

Mr. Fort said that while the long-term 
credit situation is not so bad in the 
east, thrift institutions which normally 
make these loans have been hobbled i 
the west and south. 

Speaking on “A Greater Appreciation 
of the Life Insurance Business,” W. W 
Klingman, vice-president and director ¢ 
agencies of the Equitable of New York, 
declared that thé average man is begit- 
ning to realize that the investment ¢ 
his money is not a part-time job, an 


that life insurance does just what iff 


promises. 


“The public has learned,” sad Mg 
Klingman, “that extremes of wealth aol} 
People are gome 
to be satisfied with what life insuraney 


poverty need not be. 


can give. To my mind there never wa 
a better time to keep the life insurant 
business on its present high plane.” 
A eulogy of the late Darwin ? 
Kingsley was given by L. A. Ceri, & 
retired general agent of the Mutu 
Benefit and a close friend of Mr. Kings 
ley. A resolution offered by Mr. Cen 
was adopted by the association. , 
Superintendent Van Schaick of Ne 
York, and Third Vice-president H. = 
North of the Metropolitan will be th 
speakers at the next meeting Nov. 10. 


= —_— 
— —— 








between public and companies, he sf 
should not be taken of imperative 
immediate needs. ; 


Payment of Just Claims 


A claim that is just, according to 
Van Schaick, should be willingly »# 
regardless of whether the claimant ™ 
legal proof, where the company is @* 
fied that the claim is well founded. 

These questions are constantly be 
taken up through the complaint bure#® 
of the insurance department, he sat 
Mr. Van Schaick said that the comp# 
almost universally will not insist ¥ 
its strict legal rights if there is a ™® 
obligation to forego them. a 

The commissioner has behind 
not a legislative mandate but the !~ 
of public opinion, Mr. Van Schaick # 
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New Meaning Put 
on ‘Market Value’ 


Commissioner Kidd Sees Distinc- 
tion Between Market and 
Liquidating Values 


NEED PERMANENT BASIS 





Indiana Official Recommends Committee 
of Commissioners Fix Market 
Values at All Times 





A new construction was put upon the 
term “market value” by Commissioner 
Kidd of Indiana in his address before 
the National Convention of Insurance 
Commissioners. He defined market 
value as “future or deferred liquidating 
value,” as applied to insurance. 

The stock exchange quotations as of 
Dec. 31, have been accepted for years 
by insurance departments as market 
values, according to Mr. Kidd, when, in 
fact, they have been liquidating values, 
frequently of a highly inflated character. 
The immediate price one can secure in 
cash for an article offered at quick sale 
is its liquidating value, he said. He ex- 
pressed the belief that liquidating value 
thus determined rarely portrays the 
actual value, market value, actual market 
value or reasonable market value con- 
templated by authors of the various in- 
surance statutes. Liquidating values, he 
said, may be higher or lower than the 
market value, depending upon the trend 
of the times, urgency of the sale, “and 
amount of window dressing preceding 
the transaction.” 

Cites Insull Stocks 


_ Mr. Kidd cited the various Insull hold- 
ing company securities. The market for 
those stocks was created not by value, 
he pointed out, but by the use of stock 
for speculative purposes. From being 
quoted at several hundred dollars, those 
Securities are now Only worth a few 
cents. Quotations two or three years 
ago represented, not market value, ac- 
cording to Mr. Kidd’s interpretation, but 
liquidating value. 

Mr. Kidd recommended that the com- 
missioners’ convention appoint a stand- 
ing committee with authority to declare 
market values at all times. He further 
Suggested that each. member of this pro- 
posed committee be assigned to continue 
special research in one particular group 
of securities only, such as railroad, utili- 
tes, motors, metals, etc., the final de- 
termination of value, however, to be the 


nlity of the committee as a 
hole. 


Statement’s Real Purpose 


Mr, Kidd quoted a number of court 
decisions and statutes on valuations of 
Securities. The term “market value” 
appears again and again. Out of the 
— of legal opinion, he said, the con- 
Coin is reached that the term “market 
— has had no complete definition. 
ee “ always where courts have at- 
agg a definition of market value, the 
— oe consideration has been 
¢ “sd ands or merchandise. In none 
: € decisions is found an effort to set 
> le for determination of market 
pe . Securities. Insurance is a busi- 
yo A3 deferred liabilities, he pointed 
seh therefore is fundamentally dif- 
cial conn any other line of commer- 
pallies a The tangible fruits of a 
hae we not delivered at time of pur- 
roe ea] delivery depending entirely 
—— ‘appening of a contingency, 
a Sow — life insurance, delivery 

i ost of the policies is never made. 

$ this deferred liability, he said, 
(CONTINUED ON PAGE 21) 





DeBarry Gives Some Views 


on Work of 


Conservation 





C. D. DeBarry, president and treas- 
urer of DeBarry & Associates, insurance 
counselors of Chicago, is giving the sub- 
ject of conservation of business very 
close attention these days. Being an 
insurance specialist and not associated 
with any particular company, his view- 
point of conservation is of particular 
interest. He feels that the conservation 
of life insurance is a specialty and 
should be handled by a separate depart- 
ment from the production end of the 
business. Mr. DeBarry contends that 
a successful life agent cannot write fire, 
automobile, casualty and other forms 
and yet be a life insurance specialist. 
Yet as he sees it, it is more dangerous 
to permit him to rewrite mortgaged 
policies, those being carried on extended 
insurance or paid up. 


Must Cooperate with Agents 


Any conservation department that is 
independent of the production end, he 
declares, must cooperate with the agents. 
The reason that some companies have 
objected to employing outside agencies 
was due to the fact that the outsider 
wished to use reserves to pay all the 
current or future premium and to take 
from the agent the renewal, which 
rightfully belongs to him. Mr. De- 
Barry declares that conservation work 
could be handled and the cooperation 
of agents secured readily if the con- 
servationist is willing to give the agent 
and the company the right kind of 
treatment. A one-sided proposition, he 
asserts, never worked in any business 
and it will not operate successfully in 
the conservation of life insurance. 


Looked on at American Life Convention 


Mr. DeBarry attended the meeting 
of the American Life Convention at 
Toronto as a visitor. He was much in- 
terested in the agency section, where 
the subject of danger of replacement 
of business came up. Mr. DeBarry 
points out that the American Life Con- 
vention did not attempt to advise the 
companies how to handle this perplex- 
ing problem. The speakers naturally 
realized that it is an individual company 
problem for each to solve. Mr. DeBarry 
states that some companies have worked 
out fairly successfully their own con- 
servation department after much experi- 
mentation and considerable trial. Others 
have tried to build similar departments, 
he declares, and then abandoned the 
enterprise. Mr. DeBarry explains that 
the work his organization is doing in 
this conservation movement does not 
antagonize in the least any agent. 


Commissions, Not Salaries, Paid 


Commissions are paid for the work 
instead of salaries. If a commission 
is paid and reserves used to pay pre- 
miums it is a very easy matter for the 
conservation agent to make money. The 
office boy could deliver a new policy 
free and clear of all debt if no money 
was to be collected. When it is neces- 
sary to secure new money to fit the pol- 
icy to the policyholder’s needs, this re- 
quires a man who knows his business, 
is accurate at figures and able to use 
correctly the dating back tables, he 
adds. 

Mr. DeBarry is conducting an impor- 
tant piece of work for the Orgeon Mu- 
tual Life of Portland in this connection. 
His men have been at work seven 
months and it will take some months 
yet to complete the task. It is a diffi- 
cult assignment and naturally the prog- 
ress made is slow because it is neces- 
sary to collect new money with every 
application. As Mr. DeBarry points 
out, when a policyholder puts in new 
money he is convinced that the com- 
pany is all right and that he is satis- 
fied with his insurance. If no new 
money is collected, Mr. DeBarry ob- 
serves that the policyholder has seven 





or eight months’ time to go or pos- 
sibly longer before the premium comes 
due. At that time the man who rear- 
ranged his policy is not at hand to point 
out the advantages again, and the re- 
sult is that there are many lapses. 


Observations Are Made 


Mr. DeBarry makes the following ob- 
servations on conservation from his 
standpoint: 

1. The successful conservation agent 
is a highly trained specialty man, and, 
while not an actuary, he must have a 
working knowledge of actuarial princi- 
ples; few, if any, general or local agents 
are thus equipped. 

2. Conservation and the writing of 
new business are distinctly two separate 
occupations. 

3. Conservation of business handled 
through the regular agency force has 
been more or less of a failure, mostly 
more. 

4. The reason it is a failure is because 
very few agents are efficient enough 
in mathematics to adjust the remaining 
reserve to fit the policyholder’s needs. 


Must Have Specific Information 


5. If the home office knew exactly 
the kind of new policy acceptable to 
the policyholder and the method on 
which he could pay the premium, the 
new deal could be set up in the home 
office; but when the agent tries to de- 
liver this new policy it does not fit the 
policyholder’s needs and the method of 
paying the premium does not fit his 
pocketbook. Then it is necessary to set 
up an entirely new deal and probably 
on a different form policy, which the 
agent is not capable of doing. 

6. If by long training you do educate 
him in conservation so he can handle 
any kind of deal and rearrange the re- 
serves to fit any form policy, then you 
have a conservation man and he is not 
interested in writing new business. 

7. The writer and our men have had 
more than ten years’ experience in this 
class of business and we do not feel 
competent to enter upon any new work 
for another company without spending 
at least a week’s time in the office of 
such company so that we may become 
thoroughly familiar with their policies 
and the home office method of handling 
business. ; 

8. “The outside agency handling con- 
servation work should not be known to 
the agency force, and the name never 
comes up except in the home office rec- 
ords. These men are in the capacity 

(CONTINUED ON PAGE 21) 


Sure! Business Is Good 
If You Go Out After It 











The Paul Stewart general agency of 
the National Life of Vermont in Min- 
neapolis reports having made much 
progress since 1930, when Mr. Stewart 
took charge. At that time there were 
no producing agents. Mr. Stewart now 
has 12 producers, and during the first 
nine months of 1932 reports having paid 
for new life insurance equal to 330 per- 
cent of the first nine months last year 
and 218 percent of the entire 1931 pro- 
duction. Mr. Stewart is assisted by L. 
R. Ballard, in charge of agency develop- 
ment and production outside of Minne- 
apolis, and Fred A. Woodruff, for Min- 
neapolis development. 

** * 

Cecil K. Dean, Wichita, Kan., Penn 
Mutual general agent, reports a 40 per- 
cent increase in business in 1932. Early 
in the year the offices were moved to a 
ground floor location in the heart of the 
Wichita business district and Mr. Dean 
states that this has influenced the gain 
in business. 





Single Valuation 
Measure Is Vital 
Commissioner Mitchell Tells Of- 


ficials Confusion of 1931 Must 
Be Avoided 


SUGGESTS UNIFORM PLAN 


Wants Contingency Reserve to Be Fixed 
Percentage of Excess of Book 
Value Over Market 





Greater uniformity in annual state- 
ments, so that the condition of com- 
panies may be compared on an equal 
basis, should be striven for, according 
to Commissioner E. Forrest Mitchell of 
California, who addressed the annual 
meeting of the National Convention of 
Insurance Commissioners. 

That object, he suggested, could be 
reached by listing the assets of all com- 
panies at book values, each commis- 
sioner assuming responsibility for seeing 
to it that the book values have a reason- 
able and genuine basis. After setting up 
reserves for other liabilities as provided 
by law, each company could set up on 
the liability side a properly designated 
contingency reserve in the amount to 
be agreed upon by it and the commis- 
sioner of its home state. This amount 
would be a fixed percentage of the ex- 
cess of the book value of its marketable 
securities over the aggregate market 
value. 

Amount of Discretion 

The discretion of the commissioner 
would have to be exercised only in the 
direction of the period required to give 
full effect to the elimination of the 
shrinkage in values as ascertained at the 
end of the reporting period, Commis- 
sioner Mitchell said. He suggested that 
a footnote be used in the body of the 
reporting blank and a similar note placed 
on the outer cover to read: “Contingency 
reserve appearine herein represents 
percentum of the excess of the reported 
book value of the corresponding asset 
items over their market value.” 

In such a form, Mr. Mitchell said that 
the statement on a market value basis 
by a comparatively easy adjustment may 
be compared. Such a report, he con- 
tended, would not lack frankness. If the 
public has confidence in the commission- 
ers, there should be no feeling of un- 
soundness in the fact that the statement 
is not on a rigid market value basis. 
“Furthermore,” he said, “the companies 
would find it difficult to justify the pay- 
ments of dividends out of capital, an 
abuse with which some of us have be- 
come familiar.” It would also go far to 
remove unfair competition, he said. 


Uniformity in Forms 


The work of the committee on blanks 
over a period of many years has brought 
about a uniformity in the form of finan- 
cial statements, according to Mr. Mit- 
chell, but if the reports made on these 
forms were examined more critically, he 
expressed the belief that they would not 
be so uniform as they appear. With the 
exception of the life insurance blank, he 
said, the forms are not models of clarity, 
the items being susceptible to varying 
definitions. Many of them, he said, are 
not mutually exclusive and the form suf- 
fers from the absence of a prescribed 
uniform classification and definition of 
accounts such as has long been in use 
by the Interstate Commerce Commis- 
sion and the public utility commissions 
of many states. 

The making up of a balance sheet in- 
volves a large amount of personal judg- 

(CONTINUED ON PAGE 10) 
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Life Company Officials in 
Talks to Mortgage Bankers 


—_—_— 


VIEW FORECLOSURE PROBLEM 


Smith of Aetna and Trick of Bankers 
Lize Explain Practices at Niagara 
Falls Meeting 


Urban and-farm mortgages and fore- 
closure problems were discussed by two 
life company officials at the annual meet- 
ing of the Mortgage Bankers Associa- 
tion of America in Niagara Falls, R. 
Graeme Smith, assistant secretary Con- 
necticut General, and Deane W. Trick 
of the Bankers Life of Des Moines. 

Mr. Smith discussed the many prob- 
lems which confront life companies in 
handling real estate which they have 
taken over, such as the acquiring of ac- 
tive local management for properties, 
minute inspections during foreclosure 
procedure to note all details requiring 
attention, rehabilitation, rentals and 
management problems, and finally dis- 
posal. He said it is becoming increas- 
ingly difficult to sell property at any- 
thing like what the companies have in 
them and the Connecticut General will 
not make a sale which in its opinion 
will not stick for in such case the prop- 
erty often comes back in worse condi- 
tion. 

Worst Properties Are Pushed 


The worst properties are being pushed 
on the market, particularly where no 
hope of their recovery in normal times 
is seen. It is felt that a general listing 
of the property tends to depress the 
market. Amounts invested in proper- 
ties are not given out. No active prices 
are quoted. No properties are listed 
for sale. The company awaits offers but 
considers only those accompanied by 
cash binder. The Connecticut General 
acquires title to foreclosed property as 





soon as the law permits and attempts to 
make it yield as much during the time 
it is held as the lien from which it 
sprang. This latter is a point requir- 
ing emphasis, he said. 

Mr. Trick took as his subject “The 
Unwilling Farmer,” in other words the 
life company which is forced to take 
over property under foreclosure. He 
summarized three outstanding respon- 
sibilities of the life companies in this 
respect: first and foremost, their re- 
sponsibility to policyholders, whose in- 
terests are paramount and whose in- 
vestments must be safeguarded; second 
the inherited duty of rendering first aid 
to distressed farmers (in every instance 
he finds deserving farmers are receiv- 
ing utmost consideration), and third a 
newer and more intricate responsibility 
which the acquisition of farm property 
has thrust upon the unwilling owner, in- 
cluding not only preservation of the 
family farm units now held under his 
custody but also larger and more gen- 
eral phases of the national agrarian 
problems. 

It must be evident to the public now 
that the investor is loath to foreclose 
farm mortgages, he said, particularly a 
life company whose functions are en- 
tirely different and whose charter when 
applied for and granted certainly never 
contemplated it would engage in the 
business of food production, or become 
a land speculator. He said some pro- 
found students of agrarian matters con- 
tend there is a definite trend toward 
large scale or cooperative farming, but 
he said this is largely a matter of con- 
jecture and he is not at all convinced 
the family farm is being supplanted. 


Larson ‘on Coast Trip 


Larson, secretary of the Central 
States Life of St. Louis, has been on a 
Pacific Coast trip, visiting Los Angeles, 
San Francisco, Portland and Seattle. 
While in Washington he expects to ar- 
range for the entry of his company in 
that state and active representation there. 


V..F. 





New Receivers for the Old 
Colony Life Are Petitioned 


ASK REMOVAL OF KEYS, PREUS 


Attorney Charges Appointments Im- 
properly Made in Circuit Court While 
Action Pending in Superior Court 


Petition was presented before Supe- 
rior Judge W. J. Lindsay of Cook 
county Tuesday to have a receiver ap- 
pointed for the Old Colony Life of 
Chicago and to have the court compel 
Alvin S. Keys and J. A. O. Preus, co- 
receivers, who were appointed by the 
circuit court, to turn over the company 
to the receiver, which the superior court 
is requested to appoint. 

The petition was filéd by George D. 
Kimball in behalf of Mrs. Theresa 
Stengel, et al. 

Mr. Kimball sets up that before any 
action was instituted in the circuit court, 
he had presented the Stengel case to 
the superior court, requesting a receiver. 
Counsel for the Old Colony, including 
William McKinley and State Senator 
James J. Barbour, according to Mr. 
Kimball's petition, resisted appointment 
of a receiver in the superior court, stat- 
ing that the Old Colony was solvent. 

Later, Mr. Kimball states, Leo H. 
Lowe, director of trade and commerce, 
caused to be filed a bill against the Old 
Colony Life in the circuit court. 

Mr. Kimball charges that at no time 
during the pendency of the suit in the 
circuit court, did any of the parties in- 
form the court that there was pending 
in the superior court a bill against the 
Old Colony and that the pendency of 
the suit was concealed from the judge 
of the circuit court. 

Mr. Kimball charges that Mr. Keys 
has “failed and neglected to conserve 
the assets coming into his hands as re- 





ceiver, has permitted the offices of the 
defendant company to be gitripped of 
telephones and after Oct. 5, 1932, hag 
failed to accept premiums tendered by 
policyholders of the said defendant com. 
pany. That he has failed to cause any 
steps to be taken to collect accounts 
due and payable to the defendant com. 
pany and has failed to seek to recover 
from the officers and directors of the 
defendant company sums of money pur. 
ported to be unlawfully paid to them.” 
Judge Lindsay set Saturday of this 
week for a hearing on the petition. 


Judge Brothers Acts 


At the same time Judge Brothers jp 
circuit court issued an order setting 9 
a. m., Oct. 24 as the final hour for re. 
ceipt ‘of proposals for reinsurance of the 
Old Colony. The proposals must be 
filed with the receivers at 166 Wes 
Jackson Boulevard, Chicago. 

Judge Brothers also granted leave to 
file an inventory and leave to employ 
solicitors. j 

The inventory showed mortgage loans 
with a face value of $113,850 and $29.50 
in addition in the possession of the ip. 
surance department. Net book value of 
Florida real estate is $1,407,585. The 
home office is carried at book valu 
$3,986,337 less $690,000 encumbrance 
There is $469,000 face value Old Colony 
first mortgage bonds payable May 94, 
1941, secured by trust deed to leasehold 
interest, mostly unsold. Policy loans 
are $838,689. 


Support of C. L. U. Course Urged 


Managers and general agents in De- 
troit were urged to support the C. L. U 
extension course being given by the 
University of Michigan in Detroit this 
fall, at the October meeting of the As- 
sociated General Agents & Managers of 
Detroit. President Milton L. Wood- 
ward, Northwestern Mutual, presided 
Joseph T. Peterson, Berkshire Life, was 
delegated to prepare a program for the 
November session. 
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Trade Mark Reg. U. S. Pat. Off. 


‘Some day it will turn to 


a band of gold” 


HE loyalty and length of service of Shield Men is well 


NATIONAL 
LIFE AND 


ACCIDENT 


INSURANCE 
COMPANY 


INCORPORATED 


SHIELDS 


Such is the feeling of Service Pin wearers of the National Life 
& Accident. Another reason why it pays to be a Shield Man. 


The NATIONAL LIFE and ACCIDENT INSURANCE CO., Inc. 


known among the insurance fraternity. 
one-third wear Service Pins which signify their period of suc- 
cessful work with the National Life & Accident. 


More than 400 have represented the Shield Company over 15 
years. 600 more have served from 5 to 14 years. 


A recent recipient of a 5 year pin said, "My pin has a band 
of silver with five pearls, but some day it will turn to a band of 
gold with ten pearls." 


Nashville, Tennessee 


Approximately 
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Word of Courage 
By H. O. Fishback 





Dramatic Episode 


———— 

One of the most impressive moving 
and dramatic episodes at the meeting of 
the insurance commissioners in Dallas 
this week was witnessed at the execu- 
tive session of the valuations committee 

resided over by Superintendent Van 
Schaick of New York. Company offi- 
cials, attorneys and organization men 
were asked to be present and make sug- 
gestions. L 

The observations brought out the 
baffling problems and seemingly hope- 
less situation in some phases. There was 
not much light shed in conflicting and 
drab opinions. Listeners began to feel 
pessimistic. Up stood the dean of the 
commissioners, H. QO. Fishback of 
Washington, feeble in body and voice. 

With tenderness he reviewed the de- 
pressions through which he had passed 
starting with 1873. He told of his bit- 
ter experiences, the trials, hardships and 
terrific burdens through which people 
had to pass during those times of recur- 
ring panic, yet in due season, the coun- 
try emerged and there always followed 
a greater day that ever. He urged his 
hearers to have magnificent courage, to 
meet these complex problems with in- 
telligent fortitude and to maintain faith 
in the nation and its people, for back of 
all is running the principle of everlast- 
ing good. 

Like a father blessing his children, the 
venerable official, with a clear vision and 
true confidence told the listeners to go 
forth like brave soldiers and march on. 
Many eyes were dim as the benediction 
fell on those at his feet. Superintendent 
Van Schaick used the incident in his ad- 
dress Tuesday noon before the Dallas 
business men to illustrate the type of 
mind that is needed to inspire and en- 
courage people to go on in spite of huge 
obstacles. 


Murrell Opens New General 
Agency in New York City 











The new New York City general 
agency of the Connecticut General Life, 
of which Thomas G. Murrell is mana- 
ger, opened Monday at 225 Broadway. 
_ Mr. Murrell expects to build his sales 
force from men new to the life in- 
surance business and to devote about 
80 percent of his efforts to teaching them 
how to prospect. The fact that 1932 
finds many older men in the business 
unproductive and many new men pro- 
ductive indicates, he believes, that the 
controlling of habits of prospecting is 
of first importance. 

As manager of the life department 
of Fred S. James & Co. of Chicago, Mr. 
Murrell found it a very effective device 
to provide agents with data on three or 
four concerns which have done better 
in the last year than previously. By 
bringing these up in the course of gen- 
eral conversation, agents usually found 
they elicited stories of other concerns 
which were ahead of their former rec- 
ords, in this way providing leads to 
potential prospects who had not been 
hit by the depression. 


Alumni Luncheon Planned 
for Joint Chicago Meeting 





5... ee luncheon for agency offi- 
nb © attended the bureau's first 
—" executives seminar, held in Chi- 
slg August, will be an additional 
the age the joint annual meeting of 
=e Agency Officers Association 
Rae ite Insurance Sales Research 
ies a luncheon will be held 
hall he evening of the same day, 
amt general agents, supervisors, 

ome office men who have attended 


t “ : 
¢ bureau's two-week schools in agency 





building will gather for their first al- 
umni banquet and reunion. Arrange- 
ments also have been made to display 
the exhibits of company advertising 
which were recently shown in New 
York at the Insurance Advertising Con- 
ference meeting. There will also be an 
opportunity to view the advertising and 
promotional material prepared in con- 
nection with the 1932 Life Insurance 
Day. 


Lecture Series Starts 


“What Makes Us All So Queer?” is 
the title of a lecture given Wednesday 
evening by David Seabury, noted psy- 
chologist, in the auditorium in the home 
office of the Mutual Benefit Life. This 
was the first of a series of lectures un- 
der the auspices of the Pelican Club, an 
employes’ organization. 

Other lectures will be: “Song and 
Laughter,” by Arthur Guiterman, poet, 
Nov. 16; “With Bandits in the Balkans,” 
by John Bakeless, editor and author, 
Dec. 14; “The German Youth Move- 
ment,” by Ellery Walter, Jan. 18; “The 
Romance of Radio,” by Frank Arnold, 
National Broadcasting Co., Feb. 15; 
“My Father and the Revolution,” by 
Countess Alexander Tolstoy, March 15. 


Coast Prospects Brightest 


Superintendent of Agents F. A. Hicks 
of the Guarantee Mutual Life of Omaha, 
who is on a long tour of the company’s 
agencies, finds life insurance conditions 
brightest on the Pacific Coast. Much 
business is being done in Seattle and 
San Francisco, and all up and down the 
coast he finds the chimneys smoking. 
Mr. Hicks has just returned from the 
Pacific Coast and spent a few days in 
Indiana visiting the agencies in Indian- 
apolis and Valparaiso, then took part 
in an all-day meeting of the Chicago 
agency under Manager Sam B. Starrett, 
Jr., who has charge of all Illinois. Mr. 
Hicks was in Davenport, Ia., Tuesday 
where an agency meeting also was held. 








PERSONALS 




















Henry E. Belden, supervisor for the 
Union Central Life in New Orleans, is 
back at work after having been sub- 
jected to his 52d operation. In addition 
to being an expert on insurance matters, 
Mr. Belden is recognized as an authority 
on hunting and fishing and has written 
articles for nationally circulated out- 
door magazines. 

Leon Schwarz, whose term as presi- 
dent of the city commission of Mobile, 
expired just recently, has reentered the 
Ifie insurance business with the Union 
Central. Mr. Schwarz joined the 
Union Central in 1912 and was a pro- 
ducer for 14 years. In 1924 he became 
sheriff of Mobile but continued with 
the Union Central. A few years later 
he was elected city commissioner and 
discontinued life insurance production. 
Then he was elected president of the 
commission which carries with it the 
honor of being mayor. 


H. J. Saunders, formerly president of 
the Western States Life of San Fran- 
cisco, which was merged last year with 
the California State Life as the Cali- 
fornia-Western States Life, died Satur- 
day at San Antonio, Tex. Funeral serv- 
ices were held Sunday at Baton Rouge, 
La. 

Superintendent of Agencies V. B. 
Coffin of the Connecticut Mutual has 
been appointed chairman of the sales 
training committee of the Hartford 


-“Community Chest” drive by Manager 


J. M. Holcombe of the Life Insurance 
Sales Research Bureau, who is chair- 
man of the public information division 
of the chest. The committee headed by 
Mr. Coffin is a new one. Mr. Coffin 
was a speaker at a meeting of the Hart- 
ford Advertising club, on “Maintaining 
Sales Under Present Conditions.” 











“A Source of Comfort 
Through the Years” 


The Record of a Small Policy 






fee: E following letter from a Wisconsin 
clergyman illustrates strikingly how 
even a small life policy kept in force may be 
the chief or sole means to security and peace 
in the later years of life: 













“My mind goes back across the years, to 
an afternoon in North Dakota, when a rep- 
resentative of the New York Life came to my 
home and urged me to take out some Life 
Insurance. I believed in insurance but was 
too poor to make a start. I was so short of 
money that the agent had to lend me the 
money for my first premium. My only re- 
gret is that I did not let him make it three 
thousand instead of one, as he wanted to do. 











“It has been a source of comfort through 
the years, to have even so small an amount in 
a safe place. Now we are no longer young, 
and have decided to buy a little home. This 
means that we need the small savings the 
New York Life has been keeping for us 
these many years...” 













_ This is a $1,000 20 Payment Life policy 
issued at age 35. Total premiums paid 
—$766.80. Present cash value, including 
dividend deposits, amounts to $1,146.21. 
Through all these years the beneficiary 
has been protected for $1,000. 








A life or endowment policy (but 
not term insurance) is an Insured 
Savings Plan with guaranteed 
values for retirement. 
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Why Not Sell 
Group Insurance? 


One after another great corporations adopt 
group insurance and win country-wide applause. 


Unlike many plans for helping employees 
it operates just as efficiently and economically 
in the smaller organizations. It is just as much 
needed by their members. 


These smaller corporations, needing both 
life and accident and sickness insurance, are in- 


numerable. 


You are probably in frequent contact with 


some of them. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 

















Send for booklet 
“The Company Back of the 
Contract” 


Geared Selling 


Fidelity gears its direct mail lead 
service to an exceedingly profitable 
“Income for Life” appeal. The pre- 
mium value for each dollar invested 
by its agents last year in this serv- 
ice was $54.60. Applications writ- 
ten on leads from the service are 
36% higher than the company av- 
erage of all paid policies. 


Users Profit Accordingly 


“Income for Life,” Low Rate Life, Family Income, Disability, 
Accidental Death Benefits and a full line of annuity forms are 
included in the Fidelity kit—backed by more than half a century 


of fair dealing. 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 





Vital Subjects to Be Up at 
American Institute Meet 


PROGRAM IS NOW PUBLISHED 


Mortality and Underwriting, Reinsur- 
ance, Annuities, Surrenders and Con- 
servation Are Among Subjects 


The topics scheduled for informal dis- 
cussion at the fall meeting of the Amer- 
ican Institute of Actuaries in Chicago 
Nov. 3-4 include mortality and under- 
writing, reinsurance, annuities and set- 
tlement options, life insurance trends, 
surrender values, conservation of busi- 
ness, and actuarial cooperation in agency 
matters. 

As to mortality and underwriting, 
members will be asked to discuss the 
mortality experience in the non-jumbo 
classes particularly the $1,000 and $2,000 
risks. There will be a discussion of the 
suicide situation and the changes that 
are advisable in policy contracts, under- 
writing rules or otherwise. Whether the 
double indemnity benefit affects life in- 
surance mortality and the future of 
double indemnity will be treated. 

Under the reinsurance discussion will 
come observations on the changes that 
are being made in limits of acceptance 
and net retention, how policy loans 
should be treated under reinsurance and 
should the coinsurance system be dis- 
continued. 

Annuities and Options 


Under annuities and settlement op- 
tions, members will be asked to answer 
the question: “What assumptions as 
to interest and mortality are being used 
and what changes, if any, should be 
made for immediate annuities, pure de- 
ferred annuities, retirement annuities 
with optional cash values, settlement 
options under life insurance contracts, 
and whether there should be a distinc- 
tion for sex under settlement options?” 
Also the question is asked: “To what 
extent is the combined annuitants’ ta- 
ble being used for life annuities other 
than group?” Whether payment by 
companies of interest in excess of a 
guaranteed 3% percent or 4 percent on 
funds subject to withdrawal is justified 
will be discussed. 

Under life insurance trends, the out- 
look as to new insurance issues will be 
discussed and whether a lower general 
price level would be accompanied by 
reduced issues and what offsetting fac- 
tors there are. There will be a discus- 
sion of whether an increase in nonpar- 
ticipating rates is impending and what 
lessons may be drawn from the expefi- 
ence with industrial insurance during 
the depression. 

Surrender Values 


As to surrender values, discussion will 
center about whether they should be 
substantially increased in the earlier 
years to discourage lapsation and sub- 
stitution and whether they should be 
increased at all policy durations to pro- 
vide some protection against the drain 
due to policy loans and cash surrenders 
in periods of depression. 

Under the conservation discussion, re- 
writing will be treated, with emphasis on 
plans being used, whether salaried, com- 
mission or by mail; the volume of re- 
written business; the persistency of re- 
written business; how twisting to other 
companies may be minimized and 
whether rewriting is sound conservation. 

Attention will be given to what spe- 
cial arrangements, if any, should be 
considered to encourage the revival of 
lapsed policies as soon as business con- 


ditions warrant. 
Actuaries and Agents 


Under actuarial cooperation in agency 
matters, the methods used to analyze 
the quality of business submitted by in- 
dividual agents and agencies will be dis- 
cussed as well as what studies are being 














made in agency cost accounting. There 
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Business Decline 
Checked, Report on 
September Show; 


NEW YORK, Oct. 20.—Septembe 
new life insurance was 11.1 percent |eq 
than in the same month of 1931, fy, 
the first nine months of 1932 new bys. 
ness production was 15.4 percent belo, 
last year, according to the Life Pres. 
dents Association. 

The September decrease of 11,1 per. 
cent was the smallest monthly decling 
compared with the corresponding moni 
of last year—since February, 1932, whig 
showed a decrease of 8.8 percent. Dy. 
ing the spring and summer months, th 
percentage declines ranged from 1; 
percent in March to 23.5 percent » 
July, with August having a decrease 
20.3 percent. 

Results by Classifications 








For September, the total new busines 
of all classes written by the 44 Life Pres. 
dent companies was $640,331,000 againg 
$720,218,000 in September, 1931. Ne 
ordinary was $405,157,000 against $483. 
700,000, a 16.2 percent decrease. Indy. 
trial totaled $174,156,000 against $19. 
218,000, a 12.6 percent decrease. Grow 
was $61,018,000 against $37,300,000, » 
increase of 63.6 percent. 

For the first nine months, new bus- 
ness totaled $7,020,843,000 against $3. 
303,341,000 last year, a decrease of 154 
percent. New ordinary amounted t 
$4,597,174,000 against $5,586,364,000, ; 
decrease of 17.7 percent. Industrial to 
taled $1,939,468,000 against $2,091,117- 
000, a 7.3 percent decrease, while grow 
was $484,201,000 against $625,860,000, a 
decrease of 22.6 percent. 








Uniform Aviation Data Plan 
Expected to Be Approved 


NEW YORK, Oct. 20.—The plan t 
place in all life company home offices: 
uniform, standardized aviation file whic 
was proposed at the American Life Cor 
vention meeting in Toronto by T. ? 
Hay, sales promotion manager of tht 
Transcontinental & Western Air, Inc 
has been referred to the Aeronautic 
Chamber of Commerce through its it 
surance committee. It is expected th 
a favorable report will be forthcoming 
very shortly, as the matter is one 
which the aviation companies as well # 
the insurance companies are greatly it- 
terested. 

The file as proposed by Mr. Ha 
would contain information on aviatiot 
operations, regulations, accidents apt 
news of technical advances. It wouldbe 
built up of loose-leaf additions so thet 
it would immediately reflect an accuratt 
picture of trends in commercial flying 
Mr. Hay cited the wide diversity of ut 
derwriting practice on aviation risks # 
an indication of the need for such stant 
ardized information. 











will be a discussion of how the syste® 
of compensation of agents may be © 
lated to their real value to the compat) 
A formal paper: “Annual Dividends- 
An Asset Share Method of Distributiot 
by E. F. Estes, assistant actuary of the 
Bankers Life of Nebraska, will be pt 
sented. There will be discussion ® 
papers presented at the previous mett 
ing, including that on “Nonparticipatitg 
Premiums, Considering Withdrawals, 
by W. A. Jenkins, assistant actuary ® 
the Lincoln National Life; “Some 4* 
pects of Modern Industrial Insurance 
by Frank D. Kineke, assistant actuat 
Prudential; “Actuarial Notes: Forces ® 
Decrement in a Multiple Decrement '* 
ble” by Walter O. Menge of the Ut 


versity of Michigan; “Actuarial Note 





An Analysis of the General Summatie 
Formula” by Mr. Estes. 





2 = @ 6 f6 O86 Oe Se ee ee Ges OO 


-— 7 wm = 


now 





i 


ine 
Ort on 
Shows 


— 
1.—Septembe 
1 percent leg 
of 1931. Fy 
132 new busi- 
ercent beloy 
e Life Pres. 


- of 111 per. 
thly decline 
nding month 
y, 1932, whic 
ercent. Dy. 
r months, th 
d from 15 
5 percent 5 
a decrease g 


ations 


new busines 
44 Life Pres. 
31,000 agains 

1931. Ney 
igainst $483. 


ease. Indy 
gainst $19. 
ease. Grow 


7,300,000, an 


1s, new bus:- 
against $8. 
rease of 154 
amounted to 
86,364,000, a 
[ndustrial to 
t $2,091,117. 
while grow 
125,860,000, a 


ata Plan 
Approved 


-The plan to 
yme offices i 
on file which 
an Life Con- 
o by T. ?P 
ager of the 
‘n Air, Ine, 
Aeronautical 
ough its it 
xpected that 
forthcoming 
r is one 
~s as well a 
> greatly it 


y Mr. Ha 
on aviation 
cidents and 
It would be 
‘ons so that 
an accurate 
‘rcial flying 
‘rsity of ut 
ion risks a 
such stané- 


—— 
a 


the system 
may be tt 
1e compat 
Dividends- 
Jistribution 
‘uary of the 
will be prt 
scussion 
vious meet 
varticipating 
‘ithdrawals 
actuary © 
“Some A® 
Insurance 
ant actuary 
+ Forces # 
rement Tr 
of the Unt 
rial Notes: 
Summatio® 


tober 21, ign 
———== 








October 21, 1932 


LIFE INSURANCE EDITION 








Aetna Life Gets Results 
From Employe Analyses 





An unusually interesting paper was 
that of James B. Slimmon, secretary 
Aetna Life, given in the session on home 
ofice management on “Selection and 
Classification of Home Office Employes” 
before the American Life Convention 
at Toronto. 

The Aetna Life has now developed 
a system of careful job analysis, classi- 
fication and rating which has shown it- 
self to be helpful in many ways. It was 
determined that salaries paid to em- 
ployes should be measured by the com- 
bined quality and quantity of work done. 

Job analyses carefully prepared pro- 
vide valuable leads in departments where 
a system of extra salary incentive might 
increase the effectiveness of each em- 
ploye and in studying such departments 
jobs to which a bonus seems applicable 
are noted. 

System of Bonus Payments 


The Aetna has installed a system Jof 
bonus payments to individual employes 
in more than a dozen sections of the 
home office for a quantity of acceptable 
work above a certain set standard. For 
the purpose of bonus study the job is 
broken down into units which can be 
accurately timed and readily measured 
for a record of production. It has been 
found in the average instance that work 
is speeded up by this extra incentive to 
the individual and accuracy of the work 
done is greatly improved. The bonus 
system has effected material economy of 
operation, both in. the home office and 
the New York branch. 

Among other benefits are (1) a com- 
plete record of what each person is do- 
ing; (2), tangible recognition of a 
clerk’s superiority which cannot be con- 
sidered in a regular salary; (3) long 
service and greater income for better 
employes and elimination of poorer ones, 
as aggregate saving of time enables the 
company to decrease the staff and (4) 
greater ease of supervision. 


No Longer an Experiment 


He said the employment tests, job 
analysis, classification, rating and bonus 
installation work which began in the 
life company in 1925, is no longer an ex- 
periment. Definite, measurable econ- 
omies have been effected and continued 
for a period of years and lately in the 
face of a declining new business but with 
an increased number of items in the 
maintenance division, there have been 
shown marked reductions in cost. He 
finds quality and quantity of the indi- 
vidual employe greatly improved. The 
problem is to increase much further the 
quality of the home office force, reduce 
its numbers and as a result pay larger 
salaries to fewer persons for higher 
grade production. He said in propor- 
tion as the company is able to accom- 
plish this it will advance toward in- 
creased production, improved quality and 
reduction in the cost of the output, the 
three things for which all life company 
executives are striving. 

In addition to the usual application 





Breaks Through Pickets 
in Iowa to Pay Premium 








The New York Life tells of a farmer, 
who was stopped by pickets in Iowa re- 
cently, but refused to turn back because 

€ was on the way to Sioux City, Ia., to 
Pay his insurance premium. Finally the 
strikers permitted him to pass the lines 
bag! guard. The story was related to 
Cit ew York Life by Ben Sekt, Sioux 

ity representative. 
is — New York Life says this incident 
de. mewhat similar to the story of the 
mer who, during the civil war, 
oid a flag of truce crossed the battle- 
‘ Carrying life insurance payments 
© southern beneficiaries. 








forms and physical examinations, which 
latter is now stricter than ever before, 
an applicant is required to take a mental 
alertness test which is an adaptation of 
the old army Alpha test. Time limits 
are observed closely in the task and 
diligence of the individual in applying 
himself to it. The tests have been used 
for more than seven years and officers 
are convinced the marks obtained are 
significant. 


Tests Show Employes’ Prospects 


There were 2,493 tests given during 
the past seven years to applicants hired, 
persons to be transferred and those re- 
garded as eligible for promotion. Of 
those who scored below 100 in the test 
at the time of employment, only one in 
14.6 had a chance of holding the posi- 
tion of the grade of underwriter, claim 
examiner or accountant. Those scor- 
ing over 100 had one chance in 3.5. 
The conclusion of the test is that those 
scoring over 100 have a decided advan- 





tage in the probability of reaching a job 
of the grade of underwriter in the time 
it takes to reach that job and in their 
effectiveness in handling it. 


Dallas Civic Groups Hear 
Address by Van Schaick 





At the noon luncheon Tuesday given 
by the Dallas Kiwanis Club and cham- 
ber of commerce with the insurance 
commissioners and their friends as 
guests, Superintendent Van Schaick of 
New York gave an address which added 
new laurels to his crown. O. Sam Cum- 
mings, manager Kansas City Life and 
president of the Dallas Life Managers 
Club, presided. Among the insurance 
notables at the speakers’ table were 
Commissioners Livingston of Michigan, 
Read of Oklahoma, Dugal of Quebec, 
Foster of Ontario, Tarver of Texas, R. 
B. Cousins, general Texas chairman on 
arrangements; Secretary W. H. Bennett 
of the National Association of Insur- 
ance Agents; Manager B. K. Elliott, | 
American Life Convention; former Com- 
missioner Ekern of Wisconsin, former 
Commissioner Thos. B. Love of Texas, 
R. M. White, president Dallas Life | 
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Underwriters Association; Tom L. Mc- 
Cullough, president of Praetorians and 
chairman on Dallas entertainment; C. C. 
Moore, president Canadian Life Insur- 
ance Officers Association; Tom P, Ellis, 
president Dallas Insurance agents Asso- 
ciation. 

Mr. Van Schaick said that while the 
states are independent, there are times 
and when cooperation among 
them is necessary. The commissioners 
are endeavoring to make insurance safe. 
They have tremendous responsibilities, 
but they are meeting them intelligently 
and sanely. All companies under New 
York jurisdiction have $21,500,000,000 
assets and $340,000,000,000 insurance in 
force. 

The commissioners want and expect 
the companies to make good on their 
contracts. There are momentous prob- 
lems before the commissioners and com- 
panies. Insurance, Mr. Van Schaick 
said, affects every type of civilized ac- 
tivity. The principles underlying in- 
surance might well be applied to other 
lines with profit. Mr. Van Schaick said 
that insurance must make provision in 
times of plenty for leaner days. It is 
no time to give way to discouragement 
or despair, he asserted. Tenacious 
faith in the future should be exemplified. 


issues 
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Single Valuation 
Measure Is Vital 


(CONTINUED FROM PAGE 5) 


ment, he pointed out. Although many 
questions are settled by statutory pro- 
vision, particularly those relating to lia- 
bilities, there remains a wide field of 
opinion, differences of interest and vari- 
ation in the resulting exhibit. 


Inquiries Not Profound 


Mr. Mitchell asked whether too much 
reliance is not put on the supervising 
authorities from other states for the 
pointing out of objectionable features in 
the operation or condition of ayn 
within the home state. “How man 
us,” he asked, “venture beyond the line 
of the annual statements and the inclu- 
sion of statistical data in our printed 
reports?’ How many of us have pro- 
vided for a technical analysis of the in- 
formatory data supplied in such profu- 
sion?” 

These questions, he said, are not 
regarded as of great importance in nor- 
mal years and in years of excessive 
prosperity. But lately, they have become 
paramount, he said. Despite the efforts 
to find an agreed and uniform basis of 
valuation there was ) almost insoluble 





confusion in the requirements of the 
states as to va'uations and the returns 
of the companies last year. 

Mr. Mitchell said that it is not fair 
to the companies that this confusion 
shou d be repeated in the 1932 statement. 
Neither is it fair to the public or to the 
potential investor. The responsibility is 
upon the commissioners, he said. The 
commissioners must depend upon one 
another to share the burden, he declared. 
A complaint or inquiry about a minor 
technical detail involving companies 
domiciled outside of California, Mr. 
Mitchell said he is assured will receive 
courteous consideration from the com- 
missioners. Such matters, he declared, 
can be attended to by the home state 
commissioner with better results. This 
is the proper field for home rule, he de- 
clared, but in the greater responsibilities 
the commissioners must join hands. 
Convention examinations are the out- 
standing and practical application of this 
view, he declared. Those examinations 
recognize the inadequacy more manifest 
today than ever before of the facilities 
of the home state. These examinations 
economically conducted with a capable 
staff should be even more widely used 
today. He expressed gratification at the 
insurance examiners of the state depart- 
ments forming an organization. 

Commissioner George D. Riley of 








The insignia ae RELIANCE LIFE symbolic of 
PERFECT PROTECTION 


The painting "Caritas" by Abbott H. Thayer portrays Love, rep- 
resented as a maiden of noble figure, standing guard over a little 


boy and girl. 


This art treasure was adopted as the insignia of 


Reliance Life, when the Company was organized in 1903, because 


it symbolizes protection — the fundamental purpose of life 


insurance. 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 


FARMERS BANK BUILDING 


PITTSBURGH, PA. 





Mississippi discussed Mr. Mitchell’s pa- 
per. Use of market quotations to as- 
certain value when securities are held 
in large amounts, is fundamentally 
wrong, he said. Market prices in times 
of great stress do not represent actual 
value. It is true, however, he pointed 
out, that when conditions are good, mar- 
ket values are used and when they 
are bad, amortization and arbitrary mar- 
ket values are substituted. The com- 
missioners, he declared, should watch 
the dividends declared both to policy- 
holders and stockholders in times like 
the present. 
Importance of Convertibility 


Mr. Riley said he did not observe 
any advantage to be gained by Mr. 
Mitchell’s proposal of setting up a re- 
serve liability on a percentage basis of 
the excess of the book value over the 
aggregate market value. Mr. Riley said 
the same results could be obtained by 
a method whereby the market values 
agreed upon and appearing in the state- 
ment are fixed at amounts so that the 
aggregate value of the assets as they 
appear, would be the aggregate under 
the proposed system less the contingency 
reserve. The effect upon surplus is the 
same, he said, and it would be easier 
to recognize what values the assets ac- 
tually have were they listed directly at 
the agreed values. 

Mr. Riley said that the principles of 
investments applicable to all insurance 
institutions should take into considera- 
tion security of principal, adequacy of 
yield, readiness of convertibility and di- 
versification. Convertibility is a more 
important factor to fire and miscel- 
laneous companies than to life, he said. 
Despite the strain of demands for cash 
surrender values and policy loans from 
life companies, there has been the neces- 
sity very rarely for selling any consid- 
erable amount of assets. 

Secondary Reserve Needed 


For fire and miscellaneous companies, 
however, he said a good secondary re- 
serve in "quickly convertible assets rang- 
ing up to 35 percent of the total assets 
should be maintained. Investments of 
companies should be distributed geo- 
graphically and among securities of dif- 
ferent classes, he said. 

The home commissioner, according to 
Mr. Riley, can render the public great 
service by keeping track of the experi- 
ence, ability and general character of 
the management of the home compa- 
nies, 

Insurance stocks were formerly close- 
ly held without market quotations, he 
pointed out, but this condition no longer 
exists. “Promoters and sharpers,” he 
declared, “and other persons untrust- 
worthy because of inexperience have gb- 
tained stock control of some of our in- 
stitutions with disastrous results to pol- 
icyholders.” He suggested that in li- 
censing companies, the commissioner get 
inspection reports on the management. 


G. A. BOWLES DISAGREES 


In discussing Mr. Mitchell's paper, 
Superintendent G. A. Bowles of Virginia 
expressed some disagreement with the 
suggestion in regard to setting up as 
a contingency reserve an arbitrary per- 
centage of the excess of book value over 
market value of asset items. A reserve 
for contingencies or fluctuation in mar- 
ket value should be accumulated in nor- 
mal and prosperous times rather than 
in periods when market values reflect 
only a fraction of intrinsic values, Mr. 
Bowles said. Such a reserve should not 
be voluntary, but should be required by 
statute or departmental ruling, accumu- 
lated and segregated for a specific pur- 
pose and never to be considered as free 
surplus. Accretions to the fund could 
be made from profits on securities sold, 
from excess of current market values 
over cost, from interest returns or even 
by setting aside annually a nominal per- 
centage of the average invested assets. 
When this reserve fund has been ac- 
cumulated to a sufficient extent in ex- 
cess of book value of investments over 
market value, as well as losses on ac- 
count of securities sold, to be charged 








Heads Commissioners’ 
Executive Committe 








DAN C. BONEY 


Insurance Commissioner Dan ( 
Boney of North Carolina, chairman o 
the executive committee of the Nationd 
Convention of Insurance Commission. 
ers, is attending the annual meeting 
this week at Dallas and Galveston. 





against it instead of against surplus ac- 
count. 

Mr. Bowles said that Mr. Mitchell's 
suggestion is good as a temporary ex- 
pedient inasmuch as it offers a ready 
method of comparison upon a uniform 
basis, but it is applicable only in periods 
of depression. The same result, he de- 
clared, could be reached by requiring 
every company to report its surplus 
based upon actual market values, after 
having set up a statement on conver 
tion values. Mr. Bowles said _ there 
should be a yardstick by which to meas- 
ure the actual safety of insurance com- 
pany investments, in normal and abnor 
mal times. The question of yield shoull 
be taken into consideration as well a 
liquidity. 


Investments Needing Scrutiny 


Mr. Bowles said the investments 
insurance companies in utility holding 
companies should be closely scrutinized 
The value of the holding company’s a 
sets and its actual solvency at any time 
depend on the condition of the market 
and the price of its securities, he sai 
and ina depression the holding compan) 
which has all its money in sound sub 
sidiaries may be bankrupt because of the 
liquidating value of those securities. 


Bell Los Angeles Speaker 


“New Training for Old Agents” wa 
the subject of a talk by Clark Bell, s 
pervisor of southern California a 
of the New York Life, before the Lit 
Managers Club of Los Angeles. He 
emphasized the necessity for the 0 
agent who is in a rut to get back ™ 
the fundamentals of the business, Pp 
ticularly with respect to securing and 
maintaining a live prospect list, as well 
as a change of age file, and the ob- 
servance of systematic efforts in field 
work—based on so many hours, so matij 
calls and so many interviews each 4a 
Also he should be willing to scrap for 
business all the time, but of cour 
through the exercise of proper methods 

Mead H. Horton, New York Life 
president of the Life U nderwriters A® 
sociation of Los Angeles, gave a br’ 
talk outlining the plans of the a 
tion for the year, which include a 
congress this fall, as well as a number 
of afternoon educational meetings. 
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W. F. Winterble, manager at Madi — 
Wis., for the Bankers Life of Iow4, iot 
been elected a director of the associat 
of commerce there. 
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Fresh Prospect List Is 
Essential, Thorp Advises 











In his monthly letter to subscribers 
Abner Thorp, Jr., editor and manager 
of the “Diamond Life Bulletins,” makes 
the observation that the slump in life in- 
surance sales is due to the unwilling- 
ness or inability of life insurance men 
to keep working upon a fresh list of 
prospects. Mr. Thorp says in part: 

“An extensive investigation indicates 
that one of the outstanding causes of our 
present slump in life insurance sales is 
the unwillingness or inability of under- 
writers to keep working upon a fresh 
list of prospects. 


Careful, Habitual Prospecting 


“Salesmen who insist upon confining 
their solicitation to policyholders or old 
prospects are simply not doing the busi- 
ness and are generally in a blue funk 
because of their small production. 

‘On the other hand, underwriters who 
are using a carefully planned system of 
securing new leads, and have formed 
the habit, at every interview, of mak- 
ing that interview produce at least one 
new name of a promising kind, are writ- 
ing business consistently and are in a 
much more optimistic and courageous 
mood than their associates who do not 
follow the plan. 

“Of course, it takes a larger number 
of interviews in these days to produce 
a sale than it did two or three years 
ago, no matter how carefully the pros- 
pecting work is done. But, this very 
fact should indicate at once the absolute 
necessity of careful and habitual pros- 
pecting, if anything like a satisfactory 
volume is to be written. 

“Managers and general agents every- 
where tell us that one of the most diffi- 
cult things con‘ronting them today is 
to keep their associates enthusiastic and 
in fighting trim, so that their efficiency 
will not be hopelessly sapped by the 
turndowns which they are bound to 
experience. 

“There are two ways to produce en- 
thusiasm: 

“1. By generating it within oneself 
by a re-analysis of the fundamentals of 
our business, which will show life in- 
surance as the one financial plan avail- 
able for the complete solution of man’s 
primary economic problems. 

“2. By generating it through human- 
interest stories and the review of cases 
illustrating the benefits of life insurance 
at work. 

“Both of these methods are required 
today and the general agent or manager 
or underwriter who attempts to rely 
upon either one exclusively will not ob- 
tain maximum benefits.” 


All-American Agents Meet 


Officers and agents of the All-Ameri- 
can Life, Amarillo, Tex., held an all-day 
meeting at the home office. R. E. But- 
ton, reinsurance field supervisor for the 
Peoria Life, spoke at the luncheon on 

Stability of Insurance.” Short talks 
were also made by several of the officers 
of the company. 

_ An association of agents was organ- 
ized with Joe W. Ryan, Lubbock, as 
President; W. H. Walker, Shamrock, 
vice-president; John Archer, Amarillo, 
secretary, and W. E. Sturdevant, Ama- 
rillo, treasurer. 

Memorials to Kingsley 

The directors of the New York Life 
have adopted a tribute to the memory 
of Darwin P. Kingsley, late chairman 
of the board of that company, and for 
a quarter of a century its president. The 
memorial recalls that Mr. Kingsley be- 
came president of the company at the 
Close of the Armstrong investigation 
when all financial institutions were under 
Popular distrust. “To assume the re- 
Sponsibility,” the memorial stated, “not 
only of rehabilitating his own company 
but of restoring public confidence in the 
Mstitution of life insurance required ex- 


ceptional courage and capacity. He did 
not shrink from the task. The entire 
insurance worid recognized him as the 
best equipped and ablest life insurance 
executive of his time. Few Americans 
of his generation have so effectively 
combined an administrative ability of the 
highest type with the power to perceive, 
analyze and interpret the social, eco- 
nomic and political currents of past and 
present history.” 

Tribute has also been paid to the 
memory of Mr. Kingsley by a resolu- 
tion of the Nylic Post No. 503 of the 
American Legion, whose membership 
is composed entirely of war veterans of 
the company. 


Mutual Benefit Conferences 


The Mutual Benefit is holding four 
regional conferences for general agents 
this week and next. The first was held 
at the home office Monday and Tues- 
day. Then E. E. Rhodes, vice-presi- 
dent, and Oliver Thurman, vice-presi- 
dent and superintendent of agencies, are 
attending the southern conference in 
Louisville Thursday and Friday of this 
week and then will go to Denver for 
the western conference next Tuesday 
and Wednesday. 

The New England conference is being 
held in Worcester, Mass., Friday and 





Saturday, with the home office delega- 
tion consisting of John S. Thompson, 
vice-president and mathematician, and 
G. Franklin Ream and V. W. Lamms, 
field service managers. 


Hicks to Home Office 


Paul Hicks, who has been in the 
group department of the Edwards A. 
Woods Company of Pittsburgh, since 
graduating from Princeton Undiversity 
in 1926, has joined the group depart- 
ment at the head office of the Equitable 
Life of New York. He holds the 
C. L. U. designation. 

Leonard Rejoins Mid-Continent 

R. E. Leonard has returned to agency 
supervisory work with the Mid-Conti- 
nent Life of Oklahoma City, after doing 
similar work with the Royal Union Life 
for the last five years. Before joining 
the Royal Union, he was with the Mid- 
Continent for ten years. 


Ohio State Shows Good Gain 


An increase of 20 percent in paid-for 
business the first nine months of 1932, as 
compared with the corresponding period 
last year, was reported by President 
U. S. Brandt at the quarterly meeting 
of directors of the Ohio State Life. The 


usual quarterly dividend of 2% percent 
was declared. 


Chapman in Iowa 

W. R. Chapman, assistant superin- 
tendent of agencies of the Northwestern 
Mutual Life, is representing the home 
office at a series of general agency meet- 
ings in Iowa, covering the C. R. Gar- 
rett general agency, Sioux City, Oct. 
17-18, J. H. Copeland general agency, 
Davenport, Oct. 19-20, and the J. C. 
Garland general agency of Dubuque, 
meeting in Charles City, Oct. 21-22. He 
will address the R. H. Pickford general 
agency at Cedar Rapids Oct. 27-28. 


Jacobson-Wilson-Johnson Co. 


The newly organized Jacobson-Wil- 
son-Johnson Company agency of Min- 
neapolis, which has just taken over the 
A. J. Schunk agency of that city, has 
taken on the Mutual Trust Life of Chi- 
cago as well as representing fire and 
casualty companies. D. W. Johnson has 
been with the Schunk agency three 
years. The representation of the Mutual 
Trust Life is through General Agent 
O. I. Hertsgaard of Minneapolis. 


Ray O. Stahl, formerly with the 
Acacia Mutual Life, has been appointed 
general agent in Kansas City for the 





Bankers Life of Nebraska. 
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CHARLEMAGNE 








T Rome, on Christmas Day, in the year 800 A. D., when the 
cloak of Augustus fell upon the shoulders of a Frank and 
Charlemagne felt the crown pressed upon his head, classical 
civilization ended, the West split with the East and a new era 
began in the world's history. 


By sword and cross Charlemagne brought order out of chaos to a 


whole continent. 


administrator and civil ruler. 





modern Europe. 


Great as a warrior, he was even greater as an 


And scarcely less momentous for the cause of civilization 
than his gift of political unity were the achievements of 
Charlemagne in fostering education and.the arts. 
coronation of Charlemagne marked the beginning of 
Rightly he flashes across the centuries 
as one of the immortal figures of all ages! 
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Commissioners in 
Colorful Sessions 


(CONTINUED FROM PAGE 3) 


Read of Oklahoma, Dunham of Con- 
necticut, Clark of Iowa, DuLaney of 
Arkansas, Van Schaick of New York, 
Foster of Ontario and Fishback of 
Washington. An unusual tribute was 
paid the veteran Fishback, the oldest 
commissioner in point of service, hav- 
ing served for 24° years, as the audi- 
ence arose to do him honor. Superin- 
tendent Foster of Ontario stated that no 
Canadian’ life company has ever col- 
lapsed and no bank of Canada has had 
to close during this period of depres- 
sion. Commissioner Fishback has been 
renominated for the sixth time and is 
awaiting the results of the election next 
month. 


Livingston’s Address 


Commissioner Livingston of Michi- 
gan, in his presidential address before 
the convention, declared there has been 
no failure of a life company which was 
well and honestly managed, although all 
companies have felt the drain of cash 
surrender and loan values. He said he 
is oldfashioned in his ideas of life in- 
surance. “I feel,” Mr. Livingston ob- 
served, “that the purpose of life insur- 
ance is the protection of lives and while 
cash surrender and loan values may be 
entirely desirable in good times, it is un- 
fair and unwise to place life insurance 
companies in the position that banks are 
in in times like these.” 

“Extended insurance and paid up in- 
surance,” he said, “are provisions that 
are desirable, both for the company and 
the insured, but I think we all should 
give serious study to the problem of 
cash surrender and loan values. Pos- 
sibly they should not be discontinued 
entirely but it seems to me that the 
companies might well be given an op- 
portunity of meeting such demands over 





a period of time, as annuities are paid. 

“It should be the object of everyone 
interested in life insurance,” Mr. Living- 
ston continued, “to make certain that 
when an insured dies the beneficiary 
should receive the face value of the 
policy. There should be no question as 
to that and any provision or provisions 
in a policy contract which will jeopar- 
dize that end should be eliminated. Com- 
petitive features in the sale of life insur- 
ance policies should not place the whole 
structure in a position where there can 
be any doubt as to the protection of 
lives.” 

Insurance companies of all classes, 
according to Mr. Livingston, should 
know the cost of carrying the risk and 
any company believing that it can under- 
write business below the rate that ex- 
perience has shown should feel them- 
selves on dangerous ground and should 
be watched by the commissioners. “A 
company which indulges in such prac- 
tice,” he said, “is on the road to in- 
solvency.” 

Commissioner Olsness of North Da- 
kota said he had been born and raised 
a farmer. He spoke before the commis- 
sioners’ meeting when he was first 
elected to office in 1917. He spoke at 
Dallas on the evil of interlocking invest- 
ments and directorates of stock life 
companies. This practice, he said, is 
not so ominous in fire and casualty as 
in life insurance. One can quickly make 
his exit from the two former classes 
without much loss, whereas with life, 
he may have material equity. He rec- 
ommended that a committee of five be 
appointed to consider the subject of 
interlocking directorates so far as life 
companies are concerned and to outline 
a plan of action to curb the practice. 

Commissioner Thompson of Missouri 
said the ravages have been devastating 
in the life field due to the interlocking 
and holding company system. The 
Inter-Southern Life and Security Life 
of Chicago, both forced to the wall, 
were cited as victims of these vicious 





practices. He feels drastic remedies will 
have to be devised to meet this con- 
dition. He suggested that the commit- 
tee of five draft an appropriate bill to 
be presented to legislatures. 

Commissioner Brown of Minnesota 
moved that the committee named in- 
vestigate the whole subject and espe- 
cially the recommendations of Commis- 
sioner Olsness and Thompson, and re- 
port at the December meeting a definite 
plan of procedure. On Monday after- 
noon, Superintendent Van Schaick of 
New York called a meeting of the val- 
uations committee, to which were in- 
vited any who desired to attend, but it 
was executive so far as the press was 
concerned. Other committee meetings 
called were: Tarver of Texas, fraternal; 
Hanson, Illinois, fire; Bowles, Virginia, 
accident and health. 

Commissioner Tarver of Texas will 
doubtless be the next president of the 
National Convention of Insurance Com- 
missioners. He has been first vice- 
president. His term expires in Febru- 
ary and, being aligned with the Gover- 
nor Sterling group, he will not be re- 
appointed by the next gubernatorial in- 
cumbent, Mrs. Ferguson. 


Committee Is Named 


Commissioner Livingston of Michi- 
gan, the present president, announced 
he would not accept a second term, al- 
though much pressure was brought on 
him to serve again. With the wealth 
of hospitality here in Texas and with 
Commissioner Tarver being the state 
official, together with him being next 
in line, it is logical for him to be ele- 
vated to the high office. Commissioner 
Brown of Minnesota, second vice-presi- 
dent, will doubtless move up. There 
is considerable competition for the sec- 
ond vice-presidency, but the indications 
are Commissioner Boney of North Caro- 
lina, chairman of the executive commit- 
tee, will start up. 

President Livingston appointed the 
special committee to investigate holding 
companies and interlocking directorates 





of life companies and report at the De- 
cember meeting, it being Brown, Min- 
nesota, chairman; Olsness of North Da- 
kota, Thompson of Missouri, Gough of 
New Jersey, Van Schaick of New York. 
C. W. Hobbs of the National Coun- 
cil on Compensation Insurance reported 
Tuesday morning, his copy being com- 
pressed in a printed volume of 47 pages. 
He deplored the fact that classes of car- 
riers are not able to get together on 
major issues. He feels petty differences 
should be eliminated. If these clashes 
continue he will be inclined to call for 
convention action. Commissioner Mit- 
chell of California read his paper on 
“Assets of Insurance Companies.” He 
argued for greater uniformity in action 
among the states as to valuations. He 
feels the home _ state commissioner 
should be held responsible for his com- 
panies; he is on he ground and should 
have all the facts before him. He stated 
that convention examinations should 
have wider use. Commissioner Mitchell 
had prepared resolutions dealing with 
valuation, but he decided to withhold 
them until the December meeting. 
Commissioner Bowles of Virginia did 
not agree with Commissioner Mitchell's 
recommendation that a contingency re- 
serve be created equaling the excess of 
book over market values. He does not 
believe in an arbitrary reserve. He ad- 
vocated more ample reserves being set 
up during normal years. Commissioner 
Riley, attending his first annual meet- 
ing, full of humor and sentiment, elicited 
roars of laughter with his inimitable 
negro stories and his impersonation of 
characters. Mr. Riley declared market 
values do not often reflect true values, 
especially in time of stress. Commis- 
sioners, he said, should watch stockhold- 
ers’ and policyholders’ dividends in times 
like the present. He is not in favor 
of speculative investments for insurance 
companies. He, too, stressed the im- 
portance of commissioners keeping in 
close touch with home companies. 
Commissioner Knott of Florida ex- 
tended an invitation to hold the next 





to taxes. 


your name and mine. 





is on the public payroll. 
of government. One dollar out of every three of profit of a corporation or firm goes 


Nobody escapes taxes. 
on to the consumer, and that makes everybody a taxpayer. 
When the Government borrows money it does so in 
We indorse the note and must pay it with interest. 


all of us and each of us. 


TIME TO Cl 


HE present paralysis of business with its attendant unemployment crisis is 

due in large part to the fact that municipal, state and federal taxes are 

consuming the capital upon which business and industry operate. 
is unbearable and the resulting conditions have become intolerable. 


The load 


Make no mistake about it—increased taxation produces business stag- 
nation and unemployment. 


Here is the situation: In 1912 the cost of government—federal, state and local 
—was two billion dollars, or 6% of the national income. 
lion dollars, or 22% of the national income, and it is headed upward. Where will 
we land at this rate of increase? One adult out of every ten in the United States 


In 1931 it was twelve bil- 


One day’s earnings out of every five goes to pay the cost 


This extravagance cripples all industry. 


When the Government taxes industry the tax is passed 


The Government is 


The inevitable tendency of taxes is to increase. They won't stand still or re- 
cede unless there is an organized effort to control their devastating forward march. 
The present tax burden was built up by organized minorities. It can only be halted 
or diminished by the vociferous protest of an organized majority. 
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De- annual meeting at St. Petersburg, Fla. visitors left for San Antonio, where they 

Min- Commissioner Kidd of Indiana held|| Hotel Manager Urges His are to spend Friday. Others will tarry ° 

Da- over until Tuesday afternoon to give at New Orleans for a day or two en Now Is the Best Time 

h of his paper on “Are Market and Liquida- Help to Buy Insurance || route home. N Talk Politi 

‘ork. tion Values Always the Same?” He Canada is represented at the meeting ot to la tics 

oun- said insurance is a business of deferred 7 : by Insurance Superintendents R. Leigh- ss 

ted liabilities. It is this very fact that] Ralph Hitz, president of the Hotel | «>. Foster of Ontario and B. A. Dugal 4 

:om- makes the valuation of insurance com- | New Yorker and National Hotel Man- | ¢¢ Quebec; Vice-President Cecil C. The Acacia Mutual warns that 

ges pany assets different from other busi- | 28¢ment, Inc., which operates hotels in | oore of the Imperial Life of Toronto, these are good days not to get 
Car- nesses. If a company can meet its cur- Detroit and Dayton, O., as well, has, who is president of the Canadian Life into an argument on politics, pro- 
‘ai rent obligations, then the interest of the | i" @ bulletin, urged his employes to buy Officers Association; Vice-President C. hibition, religion or conditions. 

nces public centers in the value of the se- | 2S much life insurance as their incomes S. V. Branch of the Sen Life of Mont. “If you let your prospect beat you 

shes curities at time of their maturity. He | Justify. The depression has taught no real. and V. R. Smith. Confederation in the argument,” the Acacia Mu- 

| for does not believe in emergency measures | ™0re important lesson than the value Life. ° tual states, “he will feel able to 

Mit- but feels that a program should be of life insurance, he said. Life insur- beat you with his argument 

an mapped out by the convention to be | @mce companies have been a tower of Quartet Meets Train against buying insurance. If you 
He used at all times. strength, and no investment has been A quartet of Dallas insurance men, don’t let him beat you, he will be 

tion Commissioner DuLaney of Arkansas | ™ore profitable and no protection more | Ajfonso Johnson, secretary Dallas In- angry at you and won't buy for 
He said forced sales do not give true values. | Certain. “W hen I was a boy,” Mr. Hitz] curance Agents Exchange; T. R. Mans- that reason. So stick to your 

oner Maturity values give a truer picture. He | “eclared, “we used to play a game called | fej. manager Gulf Insurance Co.; story. Stay off dangerous side 

com- urged company officials to use the amor- blind man’s buff. One of us tied a hand-| FG. Brown, actuary Southwestern tracks. 

ould tization plan wherever possible. The | kerchief over his eyes and stumbled Life, and Vice-President B. H. Mitchell, 

fated convention went into executive session | 4long trying to find his way to the] Te,A< Security Life, met the special 

ould ger Mr. Delaney spoke. On The man who doesn’t plan for hi train from St. Louis at Denison, Tex., | of the Missouri State Life, acted as ya 

chell : ; @* or AIS | just beyond the Oklahoma border. All| ter of ceremonies. Commissioner Liv- 

with Final Session at Galveston family and his own future by buying board ah Be nen, ae _ ingston of Michigan, president of the 

hold The final business session shifted to life insurance is like a boy with the programs and admission tickets to the | National Convention of Insurance Com- 

Galveston, where Superintendent Van handkerchief tied over his eyes, stum-| yarious events. At the Dallas station a| missioners, Col. H. P. Dunham of Con- 

1 did Schaick of New York gave his notable bling and groping his way. Don't play large local committee welcomed the | necticut, Superintendent of Insurance R. 

hell’s address. It was discussed by Commis- blind man’s buff with life. guests. Leighton Foster of Ontario, Manager 

y re- sioner Mortensen of Wisconsin. C. W. | = ———— At the dinner three young Dallas | Byron K. Elliott of the American Life 

ss of Hobbs of the National Council on Com- . : i 7 . athletes who won distinction and prizes | Convention, spoke briefly. The train 

; not pensation Insurance gave his report as Tuesday, Superintendent Van Schaick of at the Olympic Games were presented— | left for Dallas at 10 o'clock. 

> ad- the representative of the commissioners. New York gave a talk. Babe Didrickson, the famous woman ——— 

x set There were 32 states responding at roll Felt ay Rigen eapshnatnnenge Dal. champion; Roland Wolfe, tumbler, and | Two More Companies Sign 

loner all. . - gress at /’al- | Gus Moreland, crack go layer. " . 

neet- The local Dallas committee arranged | las. In the evening they were given a ¥ pdinepraghan gs sScttongy Anti-twisting Agreement 

cited a very engrossing entertainment pro-| barbecue dinner and witnessed a rodeo Dinner in St. Louis 

table gram. The ladies were taken to the | ¢xhibition. The St. Louis insurance companies en- (CONTINUED FROM PAGE 3) 

mn of Dallas Country Club for luncheon Mon- Went Down to the Gulf tertained the commissioners’ delegation 

arket day noon. All conventioneers went that at a dinner Saturday evening at the Park The danger, especially where heavily 

ilues, evening to the same club for dinners The commissioners and their party | Plaza. The eastern contingent arrived | loaned policies are involved, is not so 

imis- and dance and to enjoy a program of | entrained at 11:30 p. m. for Houston, | early in the afternoon and were taken | much from professional twisters but 

hold- professional entertainment. Many at-/| where they were guests of the insurance | on a sight seeing trip. Many played | from well-meaning agents who have 

times tended the luncheon Monday given by | fraternity there for breakfast at Rice | golf. The Chicago train arriving in the | “kidded” themselves into believing that 

favor the Dallas local agents when Secretary | hotel. At 10 a. m. the conventioneers | evening was met by St. Louis company | a policyholder might be better off chang- 

rance W. H. Bennett of the National Asso-| left for Galveston and spent the after- | officials and escorted to the hotel. Com- | ing companies or getting rid of a mort- 

. im- ciation of Insurance Agents and Presi- | noon on the UV. S. battleship “Saranac” | missioner J. B. Thompson of Missouri | gaged policy. The fact that there are 

Zz in dent Haid of the Insurance Executives | on the Gulf of Mexico. In the evening | presided at the opening of the dinner. sometimes cases when a man is actually 

Association spoke. there was a dinner dance. The Ameri- The St. Louis company officials were | better off making the change makes it 

1 ex- At the joint luncheon of the Kiwanis | can National Life of Galveston was host | out in full force and sponsored the en- | difficult to know just where to draw 
next Club and Dallas chamber of commerce | at a lunch Thursday noon. Some of the | tertainment. W. T. Nardin, president | the line. 
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The Government is now engaged in many expensive pursuits that don’t come 
Small, well-organized groups have succeeded in 
getting appropriations for activities that have no relation to government. 
course of time a small research body becomes a major government bureau with 
a staggering annual appropriation and with an ever-lengthening payroll of office 


within the scope of government. 


holders—and how they hold! 


This must stop. The reckless extravagance in government must be curbed 
and controlled. We have proceeded too long on the idea that what’s everybody’s 
business is nobody’s business, only to be confronted with the stern fact that the 


cost of public business is every citizen’s concern. 


It is futile to hope for sound business conditions and steady employ- 
ment while we tolerate a policy of prodigal extravagance in government. 


You, as a citizen, can help remedy this condition by your protest and your vote. 
This is not a time for partisanship but for patriotism. Tell those who represent 
you in municipal, state and federal offices that you expect, require and insist upon 
economy in government. You can do this individually but by all means do it col- 
lectively through any organization or organizations to which you belong. 


Public opinion writes its own ticket. If you want economy in government you 
have only to order it. Add your voice to the publig protest that no office holder 
dares to ignore. Cast your vote, irrespective of party, for those candidates who 
are pledged to run the business of government on a business-like basis. 


—C, 


THE WESTERN AND SOUTHERN LIFE INSURANCE COMPANY 


Cincinnati, Ohio 





In the 


F. WILLIAMS, President 
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Straying from the Right Path 


A. Gorpon Ramsay of Toronto, assistant 
general manager of the Canapa Lire, in 
his admirable paper before the Agency 
Section of the AMERICAN Lire CoNVENTION 
brought out the point that the ethics 
of life insurance which took so long 
to develop have slipped noticeably dur- 
ing the last few years under the strain 
of great economic stress. Business has 
been and is hard to get. Agents fre- 
quently find themselves confronted with 
a most serious situation in earning a 
living. Many become discouraged. Sev- 
eral did not possess sufficient resource- 
fulness to adjust themselves to new 
conditions. These were hunting the 
line of least resistance. 

Frequently they found they could in- 
duce a policyholder who had secured a 
loan to drop his insurance and take new 
insurance in the agent’s company. Prac- 


Must Put Forth More Effort 


PresipeNT HERMAN A, BEHRENS of the 
CONTINENTAL ASSURANCE, in speaking be- 
fore his agency club gathering stressed 
the point that both agents and home 
office people need not think they can 
accomplish the same results that they 
did a few years ago with the same 
amount of effort. Conditions have 
changed. In order to get the same re- 
sults as came five years ago Mr. BEHRENS 
calculated that a person must work from 
25 to 50 percent harder. He must labor 


Seek Return of Confidence 


One of the factors that will do more 
than anything else to bring about better 
conditions and better times is a return 
of confidence. When confidence is im- 
paired, the minds of people are greatly 
disturbed and bewildered. Nothing can 


tices have been winked at that would 
not be tolerated in years gone by. There 
has been a falling down in the morale 
of the agency troops. Little by little 
men salved their consciences and then 
became bolder in their disregard of 
those primary principles in business that 
should have been adhered to, thus un- 
dermining the business. 

This condition is to be deplored. It 
means that it will take years to build 
up what has been torn down. Perhaps 
there has been no clearer indication of 
a weakening of the ethical processes 
than has come to light in replacement 
of policies of one company in another. 
The agency executives have a real task 
to perform in sounding the old tocsin 
of the Golden Rule and injecting into 
the sales forces the higher ideals of their 
calling. 


more intelligently, more consistently 
and in a more business like way to get 
any appreciable results. 

The legal reserve ship in this great 
storm is weathering the gale because it 
was well constructed in days of plenty 
and the material was substantial. Busi- 
ness must prepare for these emer- 
gencies. One cannot expect in bad 
times that he can use the same methods 
and get the same results that he does 
in times of prosperity. 


be accomplished without faith in the 
future. People at present are afraid to 
take any steps. They lack courage. 
Let us hope that confidence is being 
restored. Without it, the depression 





might continue indefinitely. 


E. H. Fulton, 69, for the past 27 years 
a general agent for the Missouri State 
Life, died at Richmond Heights, Mo., 
Oct. 10 following a stroke of paralysis 
suffered five days previously. Mr. Ful- 
ton resided at Webster Groves, Mo., and 
operated his general agency in St. Louis. 
He was one of the oldest employes in 
point of service for the Missouri State 
Life. 

Heber J. Grant, president of the Utah 
Home Fire and Beneficial Life of Salt 
Lake City, is recovering rapidly from 
a major operation performed recently at 
the Presbyterian Hospital in Chicago 
and expects to be able to return home 
in the course of a week. 


Stratford Morton, son of Stratford 
Lee Morton, general agent in St. Louis 
for the Connecticut Mutual Life, has 
won a regular place on the first foot- 
ball team of Yale because of his splen- 
did work against Chicago. He has been 
a backfield understudy of Bob Lassiter, 
star of the Yale squad. He is 20 years 
old and starred with the freshman foot- 
ball and track squads last year. 


W. H. Sargeant, p president, and A. T. 
Maclean, second vice-president and ac- 
tuary of the Massachusetts Mutual, 
during a three-day visit to Cleveland, 
were entertained by General Agent E. 
W. Snyder. Mr. Snyder was host at 
a dinner at his home, overlooking the 
Shaker Heights Golf Course, for Mr. 
Maclean and Mr. Sargeant, about 70 
representatives of the Cleveland agency 
being present. Talks were made by 
Mr. Maclean, Mr. Sargeant, H. H. 
Wise of Lorain, O., and R. C. Stanton 
of Mansfield, O. Mr. Snyder was toast- 
master. 

Mr. Snyder has been general agent 
for the Massachusetts Mutual in Cleve- 
land for about 30 years. The agency 
has $85,000,000 insurance in force. 

D. A. Kleinberg, who is an agent of 
the Manufacturers Life in Toronto, 
achieved distinction recently, writing 50 
individual applications in 15 days. This 
is remarkable in view of the conditions 
of the times. Every one was secured 
personally and there was no group or 
salary deduction insurance involved. 
His father, N. Kleinberg, has been an 
outstanding agent of the Manufacturers 
Life in Montreal for 22 years. Mr. 
Kleinberg proved to himself and others 
that business can be gotten if it is gone 
after. 


S. T. Whatley, ‘Chicago general agent 
of the Aetna, has gone to Hartford to 
confer with home office officials for sev- 
eral days. 


Charles C. Herrick, 89, believed to be 
the oldest active life underwriter in New 
Jersey, who was injured several months 
ago as a result of a fall, has recovered 
sufficiently to be at his office, but walks 
with the aid of a cane. He is with the 
Van Vliet & Keer agency of the Pru- 
dential in Newark. 


N. C. Sherburne, chairman of the 
board of the Modern Woodmen, died 
last week in a hospital in Columbus, O., 
after an illness of several months. He 
was 67 years of age. Funeral services 
were held from his late home in New- 
ark, O., and were attended by most of 
the head officers of the Modern Wood- 
men and others in the order. 

Mr. Sherburne had been chairman of 
the board for several years. Before 
that he was state deputy in Qhio for 
the Modern Woodmen. 


David P. Scobie, an agent for the 
Travelers in Chicago, has purchased for 
$150,000 the 27-acre estate in Lake For- 
est, Ill, of Arthur Reynolds, former 
chairman of the Continental-IIlinois 
Bank & Trust Co. The home was 


erected three years ago at a reported 
cost of $650,000. Mr. Scobie has been 
connected with the Travelers for about 
three years. His father represents the 
Travelers in Berlin, Wis. 


Hillsman Taylor, former president of 
the Missouri State Life, now is residing 
in Memphis, Tenn., where it is reported 
he is preparing to practice law. 


Alex B. Cunningham, son of President 
H. R. Cunningham of the Montana Life, 
has entered field work as special agent 
in the T. K. Baker western Montana 
agency of the company, with headquar- 
ters at Missoula. Young Cunningham 
graduated from the University of Mon- 
tana last June and since that time he 
has worked in the home office mastering 
the details of the various departments. 


Henry W. Tryloff, manager of the Mt. 
Clemens, Mich., sub-branch of the Sun 
Life of Canada, last week celebrated the 
25th anniversary of his affiliation with 
the company. He became manager in 
Mt. Clemens under Ernest W. Owen, 
state manager, in 1928. 


John G. Richter, president of the Lon- 
don Life, London, Can., prominent in 
other activities there, died at his home 
there last week. He went to London in 
1883 as manager of the London Life, 
which position he retained until 1920, 
when he became vice-president, and in 
1928 he was elected president. 


The Matthew Keenan Health Center, 
made possible by a trust fund estab- 
lished in 1898, has been dedicated and 
turned over to the city of Milwaukee. 
It is a monument to the civic interest 
of Matthew Keenan, at one time vice- 
president of the Northwestern Mutual 
Life, who died in 1898, and his widow, 
who died 20 years ago. H. N. Laflin, 
associate counsel of the Northwestern 
Mutual, presided as chairman at the 
dedicatory program, and recalled the 
achievements of Mr. Keenan during his 
lifetime. 


Adolph O. Eliason, Minnesota state 
general agent for the Minnesota Mutual 
Life, has returned to his desk after an 
absence of 10 days following removal 
of his tonsils. 


Former Commissioner Don C. Lewis 
of South Dakota, who resides at Pierre, 
has had to undergo a third operation at 
Rochester, Minn. He acted as official 
host when the commissioners held their 
annual meeting in the Black Hills two 
years ago. 


Charles F. Williams, president of the 
Western & Southern Life, and W. C. 
Safford, vice-president of ‘the Western 
& Southern Fire and Indemnity com- 
panies, are in Texas attending the an- 
nual convention of commissioners. 


John D. Cramer, deputy insurance 
commissioner of Indiana, is wondering 
if all the companies and individuals that 
had grievances against the Indiana de- 
partment intentionally waited until they 
knew that Commissioner John C. Kidd 
was well out of the state attending the 
commissioners’ convention in Texas be- 
fore they swung into action. Last week 
Mr. Cramer, as official representative of 
the department, was served with two 
court injunctions and made defendant in 
four suits. He says he’ll consider him- 
self lucky if Commissioner Kidd does 
not find him in jail when he gets back. 

The Wichita chamber of commerce 
gave a dinner last week for Henry Laf- 
fer, formerly of Oklahoma City, newly 
appointed general agent for the North- 
western Mutual Life in Wichita. C. Q. 
Chandler, chairman of the board of the 
First National Bank of Wichita and a 





director of the company, was toastmas- 
















































» 1932 








-d the 
ing his 


i state 
Mutual 
iter an 
emoval 


Lewis 
Pierre, 
tion at 
official 
d their 
lis two 


y com- 
the an- 
s. 


surance 
ndering 
als that 
una de- 
til they 
*. Kidd 
ing the 
xas be- 
st week 
ative of 
th two 
dant in 
-r him- 
id does 
's back. 


mmerce 
newly 
North- 
c.g 


| of the 
’ and a 
astmas- 





ise v, 


October 21, 1932 


LIFE INSURANCE EDITION 


15 








_—_— 


ter. Talks were made by P. M. Ander- 
son, who has represented the company 
in Wichita for more than 40 years; Vic- 
tor Murdock, editor Wichita “Eagle”; 
M. M. Levand, managing editor Wichita 
“Beacon,” and others. About 50 repre- 
sentatives of the company were present. 
George Brady, who bought the first 
Northwestern Mutual policy in Wichita 
from Mr. Anderson over 40 years ago, 
was a guest of honor and the policy was 


shown to the guests. The general 
geency will be opened Nov. 1 and will 
have supervision over two-thirds of 
kansas. 


E. M. Goldstein, general agent Pa- 
cic Mutual Life, San Antonio, Tex., 
was a guest at a dinner given by his 





associates and friends in honor of his 
25th anniversary in the service of the 
company as general agent. R. E. Watts, 
cashier of the San Antonio agency, was 
toastmaster. W. H. Hoefflin of the 
home office presented Mr. Goldstein 
with a diamond pin and his associates 
also gave suitable tokens of their esteem. 

Maintaining an average paid pro- 
duction of over $565,000 a year for his 
first five years with the company is the 
enviable record achieved by T. I. 
district agent at Wilkes-Barre, Pa., for 
the Lincoln National Life. He has won 
many company honors and has been a 
member of one or more of the com- 
pany’s leading honor clubs year after 
year. 


. 








LIFE AGENCY CHANGES 





O’Brien Is Eastern Manager | 





Former Company President Takes 
Large Territory With North Amer- 
ican, Headquarters in Newark 





M. E. O’Brien, founder and former 
president of the Detroit Life, is to be- 
come eastern manager for the North 





M. E. O'BRIEN 


American Life of Chicago, taking over 
the existing agency at 60 Broad Street, 
Newark. He succeeds the late Al 
Schurr, who died a year ago. This is 
the company’s largest agency. 

Mr. O'Brien goes from the Macca- 
bees, for which he has been New York 
manager since retiring from the Detroit 
Life. He has done a very large vol- 
ume of business for the Maccabees. He 
takes over his entire organization of 
some 60 men to the Newark office. 

He has been in life insurance since 
1900, starting with the Northwestern 
Mutual at Calumet, Mich. He became 
district agent in 1903 and general agent 
for northern Michigan in 1907. He was 
made manager and vice-president of the 
Detroit Life in 1910 and was elected 
President the following year. 

Mr. O'Brien's territory is New Jer- 
Pennsylvania and Connecticut. 





M. P. Carlton 


Monroe P. Carlton, for the past three 
years one of the leading producers of 
the M. L. Woodward general agency 
of the Northwestern Mutual, has been 
appointed Detroit branch manager of the 

ife of Virginia, relieving H. C. Dodson, 
agency supervisor, who has been in 
charge since the resignation of Lloyd E. 
Douglass several weeks ago to become 
Supervisor of the C. A. Macauley agency 
* the John Hancock Mutual. Mr. Carl- 
on was with the George M. Robinson 
Seneral agency of the National Life of 





Vermont in Detroit for a number of 
years before joining Mr. Woodward in 
1929. 





William Moore 


William Moore, for the past 12 years 
Los Angeles manager for the Union 
Mutual Life of Maine, has been ap- 
pointed general agent for southern Cali- 
fornia of the Franklin Life of Spring- 
field, Ill. 


F. J. Quinn 


Frank J. Quinn, former supervisor for 
the Detroit Life in Missouri, has been 
appointed associate general agent with 
the Detroit general agency now known 
as Livernois, Quinn & Speier. 


Ray W. Smith 


Ray W. Smith of Washington, D. C., 
has been appointed life manager of the 
Mutual Insurance Agency, which has 
become general agent of the General 
Mutual of Van Wert, O. Mr. Smith 
goes from Milwaukee, having been con- 
nected with the Firestone Tire & Rub- 
ber Co. there. He served a term as 
vice-president of the Milwaukee cham- 
ber of commerce. 


B. E. Chatten, Joe Dell’Era 
Bert E. Chatten of Quincy, IIl., has 








been appointed general agent of the 
Continental Assurance there, and Joe 
Dell’Era general agent in Herrin, Il. 


Mr. Chatten has had 25 years’ life in- 
surance experience starting with the 
Farmers National, now the Federal Re- 
serve, with which he spent 17 years. Mr. 
Dell’Era is an influential man of Herrin 
who has had no previous life insurance 
experience. 





R. E. Grissinger 


A. Bodycombe of Detroit, state agent 
for the Home Life of New York in 
Michigan, has opened an office in Lans- 
ing, with R. E. Grissinger, who will 
place second or third among all Home 
Life agents this year in volume of pro- 
duction, in charge. Similar offices will 
be opened shortly in other principal cit- 
ies in the state. 


Frank R. Venable 


The Montana Life has appointed 
Frank R. Venable district manager at 
Butte, Mont., in charge of Silver Bow, 
Deer Lodge, Madison and Beaverhead 
counties. He succeeds P. M. Sullivan, 
who is retiring because of ill health. 
Mr. Sullivan will continue with the com- 
pany as a special agent. For the past 
four years Mr. Venable has been state 
manager for the Universal Bond & 
Mortgage Company of Portland. Prior 
to that he was manager of the Butte 
chamber of commerce. 


J. D. Hereford, G. R. Eckman 


J. D. Hereford and G. R. Eckman 
have been appointed general agents in 
Los Angeles for the Central States Life 
of St. Louis, with offices in the Asso- 
ciated Realty building. Both were for- 
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Paid to policyholders and 
beneficiaries in 1931 . . $24,442,491.89 


Paid since organization, $162,550,485.84 
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KNOWLEDGE IS POWER 
O think North American field 
men, who are enthusiastic about 
our practical special Field Service 
Course. The enrollment is the largest 
ever. The results of this training is 
shown in a 20% increase in 1932 
business over last year. Just another 
reason why you should investigate 
the North American connection. 


Paul McNamara 


John H. McNamara Vice-President 
Founder 





























Stewardship 


‘TS Mutua Benerit is justly proud of its 

record of stewardship, for funds entrusted to 
its care have been conserved and wisely in- 
creased. Neither war, nor plague nor panic has 
prevented the performance of its contracts. And 
in that constancy there is confidence that mem- 
bers of the Company will continue to find safety 
in Mutual Benefit protection. New policies being 
issued daily are contractual obligations and will 
further demonstrate the unchanging character 
of Mutual Benefit security ... the first law of 
a life insurance company is security. 


The MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 
Newark, New Jersey 











merly with the S. E. Ellis agency of the 
Great Republic Life in Los Angeles, 
with successful production records. 


C. W. Fowler 


C. W. Fowler has been appointed 
state manager for Oklahoma for the 
Guaranty Life of Iowa. He will have 
headquarters at Oklahoma City. Mr. 
Fowler was formerly Oklahoma. state 
manager for the Northern States Life 
of Hammond, Ind. 





Life Agency Notes 











J. P. Kittel, who has represented the 
Manufacturers Life for ten years in 
Lansing, Mich., and Harold Wyman of 


Alma, Mich., have been appointed gen- 
eral agents for the Manufacturers in 
Alma and will also write fire and Cas. 
ualty. ;: 

George Simpson, former Ohio State 
University sprinter and a member of the 
1932 American Olympic team, has be. 
come associated with the Columbus office 
of the Mutual Life, under Manager 
George A. Patton. 

The Aliquippa, Pa., office of the Wes. 
ern & Southern Life has been consolj. 
dated with the Ambridge office and wij 
be in charge of Superintendent Thomas 
A. Johns, who succeeds D. Garrison Gray, 
the latter being transferred to Beaver 
Falls. 

W. H. Cramer, who resigned as Los 
Angeles general agent for the Union 
Central Life in 1928, after 13 years’ sery. 
ice there, to enter another line of busi. 
ness, returned to life insurance work 
with the Union Central under Mark § 





Trueblood, agency manager. 








NEWS OF THE COMPANIES 





Sterling L. & C. Organized 


New Life Company Is IL hed by 
Men Interested in Sterling Cas- 
ualty of Chicago 





The Sterling Life & Casualty of Chi- 
cago has been formed by interests in 
the Sterling Casualty of the same city, 
which has operated there for some time. 
The new company is incorporated under 


in Illinois. L. A. Breskin, head of the 
Sterling Casualty, is president of the 
new company, and I. S. Stein is general 
manager. The Sterling Life & Casualty 
is bringing out two life policies in small 
amounts, one for $500 on an ordinary 
life “spot cash” form, and the other a 
$250 “spot cash” funeral benefit contract 
on the term plan paying double for ac- 
cident. Premiums for these small units 
may be paid on the annual, semiannual 
and quarterly plans. They are issued to 
men, women and children between ages 
5 and 60, and they may be carried up 
to 70. The Sterling companies make a 
special appeal to the masses. 


Pacific States Gets Another 


The Beacon Mutual Casualty of Chi- 
cago, which was organized about a year 
ago to write eyesight insurance, has been 
reinsured in the Pacific States Life of 
Hollywood. T. L. Kopelman, who oper- 
ated the Beacon Mutual, states that 
about 1,200 eyesight policies were sold. 
The premium was $2 the first year and 
$1 a year thereafter. “ 


October Is Shepard Month 


October is Shepard Month for the 
field men of the Lincoln National Life. 
In this one month each year special ef- 
fort is made to honor Walter T. Shep- 
ard, vice-president, with applications. 


Reserve Loan Life September 
The Reserve Loan Life reports that 
the September production exceeded that 


of any month so far this year, the com- 
pany showing 22 percent gain. 


Enters Latin-American Field 


The Great American Life of San An- 
tonio is going after business in the 
Latin-American countries and has named 
A. P. Aguirre of San Antonio manager 
of its Latin-American department. He 
was formerly with the Ohio State Life. 


Receiver Is Appointed 


A receiver has been appointed for the 
Independence Life of Chicago, an as- 
sessment life association under the IIli- 
nois act of 1893. The president is W. 
F. Matz, who also has the Dependable 
Accident & Health of Chicago, an as- 
sessment accident and health associa- 
tion, and who represents the Pacific Mu- 
tual for accident and health insurance. 











The Independence Life received 


the 1927 act and so far is licensed only' 





$8,247 from members in 1931; paid to 
members $1,464; made other disburse- 
ments of $7,531; had admitted assets of 
$1,566; had insurance in force $555,100, 


Launch Elkhart National Life 


Articles of incorporation have been 
filed by the Elkhart National Life of 
Fikhart, Ind. The incorporators are 
E:; W. Ball, J. R. Ball, Rufus A. Mor- 
rison, Roy J. Long, Dr. Fred A. Lamp- 
man, W. R. Troyer, E. J. Short, E. D. 
Short and A. W. Ball. It will operate 
under the assessment law. The articles 
have not yet 
Indiana department. 


Liberty Gains 40 Percent 


The Liberty Life of Topeka reports 
that its written business to Oct. 1 of 
this year is 40 percent more than for 
thé same period of 1931. 


Accident-Health 
Field News 


























Griffith, Buckner Appointed 


Prominent Houston Business Men 
Select and Train National Standard 
Accident Agents 


E. L. Griffith and Rawle Buckner, 
both prominently identified in Houston 
business circles, have organized the 
Griffith-Buckner agency, with headquar- 


ters in the National Standard building, F 


Houston, Tex. They will appoint, train 
and supervise agents for the National 
Standard Accident in Texas, specializ- 
ing in the sale of eye contracts. Thest 


contracts carry a single premium o F&F 


$100 and indemnify to the extent o 
$100 per month for life in event of blind- 
ness at any time until age 85. Violation 
of law, misconduct or any other causes 
do not nullify the contract. It covers 
accidents, as well as diseases, and § 
non-cancellable. ’ 
Mr. Griffith was identified at one time 
with the Northwestern Mutual, later 
returning to Houston as superintenden! 
of sales for the Peerless Mutual. His 
personal production for the last year ™ 
life insurance was over $1,300,000. 


Becomes Independent Adjuster 


F. H. Jacobson, who has had mofe 
than 20 years’ experience in that line, 
has opened an office on the fifth floor 
of the Baker Arcade, Minneapolis, * 
an independent adjuster for accidest 
and health and life companies, giving 
especial attention to personal invest 
gations. b 

Mr. Jacobson was for five years with 
the National Casualty of Detroit as 
sistant manager of its northwestern dt 
partment at Minneapolis. From 1915 
1930, with the exception of a short Pe 
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as claim representative of the Pa- 
cific Mutual for Minnesota, he was su- 
rintendent of claims for the Travelers 
Equitable of Minneapolis. Since the 
reinsurance of that company he has been 
with the Great Western of Des Moines 


as claim representative. He has been 
active in the International Claim Asso- 
ciation for 13 years and served the past 
year on its yearbook committee. He 
will cover Minnesota, the Dakotas, Wis- 
consin and adjacent states. 








As SEEN FROM NEW YORK 








KLINGMAN SALES COURSE SPEAKER 


The problem of character building and 
self-development was discussed by W. 
W. Klingman, vice-president and direc- 
tor of agencies of the Equitable Life of 
New York, at the Monday meeting in 
the “depression-busting” selling course 
being conducted in New York City by 
the J. C. McNamara agency of the 
Guardian Life of New York for brokers 
and independent insurance writers. 

“By doing what you dislike to do, for 
example calling on people, you will 
eventually become enthusiastic about it,” 
Mr. Klingman declared. He said that a 
man who would spend two hours each 
day talking life insurance to prospects 
would make a success, which cannot be 
said of other lines of business. 

At Mr. McNamara’s request, Mr. 
Klingman cited examples from his own 
experience, the most outstanding of 
which was the record he made in writing 
one application a day, including Sun- 
days, for 18 months, because of his de- 
termination to become a million-dollar 
producer. 

* * * 
TWO NEW GROUP DIRECTORS 


The J. Elliott Hall agency of the 
Penn Mutual Life in New York City 
has added two new group directors, F. 
E. Disch and L. C. Sprague, both of 
whom have had considerable experience 
in the metropolitan territory. 

Mr. Disch has been supervisor and 
field organizer of the Newark agency 
of the Jefferson Standard Life for the 





By R. B. MITCHELL. 





last three years. He began his insur- 
ance career in the casualty department 
of the Travelers in 1919. Leaving in 
1923 he spent a year as a personal pro- 
ducer for the Acacia Mutual Life. In 
1925 he returned to the casualty busi- 
ness as field assistant in the United 
States Fidelity & Guaranty and the Met- 
ropolitan Casualty, where he remained 
until joining the Jefferson Standard in 
1929. 

Mr. Sprague entered the life insur- 
ance business with the Brooklyn Na- 
tional Life in 1928 and shortly there- 
after joined the life department of 
Marsh & McLennan. In 1929 he joined 
the A. E. Patterson agency of the Penn 
Mutual Life and soon won the appoint- 
ment of assistant agency manager. On 
Jan. 1, 1931 he was made associate gen- 
eral agent under D. B. Adler, general 
agent of the Penn Mutual in New York. 


ee @ 
HANCEL’S MEN MAKE SHOWING 


A remarkable showing at the New 
York City Life Underwriters Associ- 
ation dinner was made by the M. J. 
Hancel Agency of the Continental 
American Life. Forty representatives 
were present which is undoubtedly a 
record for an agency which has been 
in existence less than two weeks. In 
addition 12 members of the Newark of- 
fice were present. President 'A. A. 
Rydgren and Vice-president G. A. Mar- 
tin of the Continental American and 
Manager Hancel were seated at the 
speakers’ table. 








AS SEEN FROM CHICAGO 





PATTON, FONDA IN CHICAGO 


John A. Patton, associate sales super- 
visor of the Equitable of New York, 
has assumed charge of group operations 
in the central department headquarters 
in Chicago. He formerly was an agent 
in the E. A. Woods agency of that com- 
pany in Pittsburgh. George T. Fonda, 
field director of group annuities, also 
is making his headquarters in Chicago. 

6. 


BUSINESS DEFINITELY BETTER 


_There now appears no question that 
life insurance selling in (Chicago is def- 
initely on the mend. Many offices re- 
port October business much better. 
Morale of agents is greatly improved. 
One hears again comments on_ this 
$100,000 case or that $1,000,000 pros- 
pect. In fact, two weeks ago a $950,000 
single premium life with annuity was 
sold in Chicago and the cash already 
has been remitted to several companies. 
This case was split several ways, one 
company getting $450,000. It is not an 
isolated case of the type. There is still 
a great deal of money in Chicago and 
rich men are turning to this type of 
contract as offering, in Illinois especially, 
treedom from the state inheritance tax, 
a guaranteed income and guaranteed re- 
turn of principal. 

There has been a marked increase in 
business written in the last month. One 
large agency reports 100 percent in- 
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crease over September. There is a gen- 
eral feeling that the turn has been made 
and succeeding months will show con- 
tinued improvement. Policy loan de- 
mands are steadily decreasing. They 
have slumped sharply in the last three 
months. This possibly may be due to 
the stock market rise having relieved 
financial affairs of many policyholders, 
or at least made them more optimistic 
of the future and less willing to sacrifice 
their protection. Several less optimistic 
life men suggest the reason may be that 
most of the available loan values have 
been taken, but this is not a sound view- 
point, according to most Chicago life 


men. 
* * * 


STATE MUTUAL MEN IN CHICAGO 


Stephen Ireland, vice-president and 
superintendent of agencies of the State 
Mutual, visited the Everts Wrenn and 
R. J. Wiese general agencies last week 
and then went on to the Pacific Coast, 
visiting agencies in Davenport and 
Minneapolis en route. He is expected 
to return to Chicago about Nov. 1. 
President Chandler Bullock also will be 
in Chicago at that time. 


a 
CARLETON VAIL IS KILLED 


Carleton M. Vail of the well known 
life insurance brokerage firm of H. S. 
Vail & Sons of Chicago was killed in 
an automobile accident near Sturgeon 
Bay, Wis. There were three others in 
the car and they escaped serious injury. 
Mr. Vail was 51 years of age. 

Mr. Vail had a host of influential con- 
nections in Chicago and is reputed to 
have been the largest personal writer of 
insurance in the city. He was consulted 








“They GET It!” 


From an able woman representative in Iowa 
comes this intimate little picture of women 
and money in that state. Doubtless it might 
have been written of any other state. 


**Women are the best prospects for annuity 
investments at present, and it is interesting to 
see where they get the money to pay for them 
in these queer days. One teacher recently paid 
for hers with $200 worth of travelers’ checks 
and three uncashed salary checks. Others go 
upstairs to get their money (always cash nowa- 
days) from the proverbial stocking. Others go 
to their safety deposit boxes. But—they GET 
it! We sell annuities only if life insurance is 
not needed, or can’t be placed. There is money 
here—probably as much as ever—but much is 
in hiding. And it is up to us to dislodge it 
and get it working in this safe way.”’ 
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THE PENN MUTUAL LIFE INSURANCE COMPANY 


WM., A. LAW, President 


Independence Square PHILADELPHIA 


























The Road Ahead 


The success ahead of a life insurance 
salesman depends upon five definite 


things— 
|. Himself 
2. His field 
3. His policy contracts 
4. His contract 


5. His company 


All of these are equally important. If all are 
good, success can be predetermined. 


To the man who possesses the right quali- 
fications, we will supply the other requisites of 
the right field, the right policies, the right con- 
tract, with the right Company. 


@For information address: 
A. R. Perkins, Agency Manager 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN. PRICE, President 
Greensboro, North Carolina 
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by many of the wealthiest men in the | City, Omaha, Milwaukee, Minneapolis 
city on insurance problems and had a/| Toledo, Detroit and Indianapolis. 


PROT ECTIO Re. large corporation insurance business. - * * * 
bi After graduating from Cornell Uni-| aNorHER CHICAGO CONVENTION 


— ~ - s . 
1) versity in 1902, Mr. Vail became associ The Fidelity Mutual Life has an 














ated with the brokerage office of his : ; 
father, the late H. S. Vail, who died in | Bounced that its 1933 Leaders Club con. 
1919. There are two surviving brothers | Ve™tion will be held at the Edgewater 
in the firm, Roger S. Vail and Malcolm Beach Hotel, Chicago, Sept. 1416 
Vail. Members of the club registered prefer. 

Mr. Vail was a fellow of the American | nce, for Chicago at their recent con. 
Institute of Actuaries. At the time of | Vemtion at Virginia Hot Springs. Many 
the accident, the automobile was being | CO™Panies will hold their conventions ig 
driven by R. T. R. Hastings. Mrs. Chicago next year, since the world’s fair 
Hastings was on the front seat. In the | Will be in progress then. 
rear was Mr. Vail and G. R. Roberts of e* ¢ & 

CURRY RETURNS TO AETNA 


SOMETHING NEW snar JS NE W __ | I si seorec iBone" Son the 
of George W. Roberts & Son. The - : ‘ : 
THAT party was driving to the summer home Pengo on SN an 4 a ©. 
of Mr. Vail at Bailey’s Harbor, Wis. eC grew Separeeems the aca 
IN LIFE INSURANCE "Vala Hg Harb Wie" |e a a i 
Life in Chicago, has returned to devote 


A Dollar’s worth for every Dollar paid ROTHAREMAL 68 1686 TEP his attention to ordinary production 

regardless of kind of policy purchased William Rothaermel, superintendent of | Mr. Curry resigned three years ago to 

A $1,000.00 End Poli 4 agencies of the Equitable of New York’s | go with the Barron Collier Company, 
ee ndowment Policy, any age at issue, guarantees central department in Chicago, is on his | street car advertising agency. He is 2 
graduate of the University of Wiscon. 


$1,961.54 plus Dividends in event policy becomes a claim the year quarterly review trip, which requires 
about three weeks. There are 17 agen-| sin and served two years as manager 


it matures. 
‘ cies in his territory outside of Chicago, | of the Aetna’s group division in Seattk 
Our Twenty Payment most remarkable policy of all—too much to each of which he devotes at least| and four years as group manager jn 
to write about in this advertisement. a day. His itinerary includes Kansas ! (Chicago. 
We have Ordinary with and without Cash accumulation. With- 
out eash value it furnishes Pure Protection Life insurance at non- 


participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual IN THE SOUTH AND SOUTHWEST 
experience past five years. 
J uvenile Policies—Ordinary, Twenty Payment and Endow- Oklahoma Conditions Better ° . 
ment from birth, with all the fine features of our Adult Policies. —_— Oldest Protective Life 
Many other forms of Policies equally attractive. General Agents and Managers Agree in Agent Signally Honored 


Operating in Illinois, Michigan, Indiana and Missouri Reporting Marked Improvement 
in Business 


N T E pyle A RV E ine py oo fant, a oe 
oon iy book ys yO ge eae 
COMPANY upward trend in life insurance business 


Mutual Legal Reserve Life Insurance in Oklahoma, with a decided decrease in 
T Ss - 2 Chi policy loans and cancellations. J. A. 
en East Pearson Street : : : cago Todd, general agent Central Life of 
Iowa, who is president of the Oklahoma 
Association of Life Underwriters, stated 
that information he had _ gathered 
showed that life insurance was the first 
to react to the general improvement in 
conditions. Past President Robert H. 
Carter, general agent Connecticut Mu- 
tual, indicated a 10 percent increase in 
September over the same month in 1931, 
and said the year to Oct. 1 showed a 
12 percent increase. Henry Laffer, 
And Now general agent Northwestern Mutual, re- 
ported an encouraging increase, with a 
definite indication of even greater im- 
provement as the season advances. 
Vice-president Edwin Starkey of the 


e . ~ . . . 
Monthly Premiums! yoy hy gm gE 


in the last few months, with a 75 per- 






































cent improvement in the policy loan E. T. LONG 
si i ash surrenders within the 
situation and cash 8 e : E. T. Long of Eufaula, Ala., oldest 


last two months. All general agents full ti | io ‘we’ Life of I 

ts profiting by interviewed agreed as to the improve- > athe ce gt rw necegpete an 
gen ment of the general tone and a marked | ©. » Was , gues 
4 8 giant barbecue held at Greenville, Ala, 


the exceptional money-making opportuni- gg womanly fl — eine ia: recently in honor of his 25th year with J 
— ‘ the company. He joined the sales force 


ties of our’ Golden Rule Contract, now when Protective Life was organised i 
may place Monthly Premium Policies, as Asks U. S. Intervention 1907. It was Mr. Long’s close friend § 


. : . ship with the late W. D. Jelks, founder 
well as those on the Annual, Semi-annual OKLAHOMA CITY, Oct. 20.—Com- | of Protective Life and former Alabam 
. ? missioner Read has appealed to Con- governor, that brought him into the 
or Quarterly basis. gressman McClintic asking his interven- | business. 
tion at Washington in the protection of For 25 years Mr. Long has traveled 
: as companies properly licensed in Okla-| southern Alabama . 
A Monthly Premium Depositing Plan homa against the competition of a Texas | Present at the barbecue were hundreds 
. . Yipes . life company, not licensed here, which is | of Mr. Long’s friends and clients, am 
is certain to be popular in times like these. writing insurance on the Fort Sill mili-| new policyholders who recently a 
tary reservation in southwestern Okla-| swered the company’s silver anniversa 
homa. a , rolicall in South Alabama. 

The ae onan that al- In token of Mr. Long’s service tht 
° though the state has no jurisdiction over | Protective presented him with a loving 
Columbus Mutual Life = creel soap -ayonee he b primnete it} cup which ‘on engraved with an a 

unfair to allow the unlicensed company | propriate inscription. The cup was Pr 
Columbus, Ohio to sell insurance there. as _ 1. 3 Sioaken. veteran Alt 
bama newspaper man and friend ot Mr. 


Opens San Antonio Branch Long. 
T. M. Edwards, formerly with the Oklahomans Win Trophy 


San Jacinto Life at Beaumont, has been J 
named manager of the new branch office A trophy for leading all the company* 
of the Republic Life of Dallas at San | agencies for percentage of increase ™ 
Antonio, which will serve southwest | new paid-for business in the third qu" 
Texas. ter of 1932 was presented to the Okla 
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homa agency of the Central Life of 
lowa by Pearce H. Young, superinten- 
dent of agents. The agency’s business 
was 159 percent above the correspond- 
ing quarter last year. 


“Consultant” Fails to Collect 


Roy M. Johnson, wealthy Ardmore, 
Okla, oil man, was just given judgment 
in this district court there in an action 
brought by R. M. Messic, who as an in- 
surance “consultant” sought to recover 
balance of a fee he claimed to be due 
from Johnson for handling life insur- 
ance matters. Mr. Johnson alleged he 
was to be saved a considerable sum in 





his life insurance expense through rep- 
resentations made by Messic. He later 
became convinced the saving was not 
being made, and refused to pay a bal- 
ance of the fee. Suit was filed by 
Messic, but when the case came up 
for hearing, on a showing by I. P. 
Mantz, Oklahoma City actuary, that 
Johnson had not been saved anything, 
the jury decided in his favor. 


Names Godchaux & Mayer 


Godchaux & Mayer, New Orleans, 
have been appointed general agents for 
Alabama, Louisiana and Mississippi by 
the Washington National of Chicago, 
specializing on pay order groups. 
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Paret Has “Insurance Show” 


Prominent Life Men From Other Cities 
Aid in Presenting Unique Per- 
formance at Trenton 


TRENTON, N. J., Oct. 20.—Louis 
F. Paret, general agent for the Provi- 
dent Mutual in south New Jersey and 
Philadelphia, put on one of his in- 
imitable “insurance shows” at the Tren- 
ton agency last week. Mr. Paret acted 
as producer and director while Frank 
A. Bernier had charge of the “scenery.” 
It was a primer for the Chicago World’s 
Fair and every act showed the members 
of the agency force how they could get 
there by production. 

The first number, the “French Vil- 
lage,” was given by Mlle. Alice Ellen 


S Roche, who exhibited the figures that 


give the members an opportunity to see 
the fair next year. This was followed 
by the “greatest collection of freaks 
ever exhibited,” their lives and histories, 
told by W. K. Magruder, general agent 
Connecticut Mutual Life, Baltimore. 

“An Isle of Riches,” a land of plenty 
where the natives live happily ever after, 
was given by Mr. Paret and L ow- 
ler, general agent Connecticut Mutual 
Life, Cincinnati. 

The program was brought to a close 
with a presentation of a sure way to 





Chicago, and how to become rich, by 
Horace H. Wilson, manager in New 
York City for the Equitable Life. 


Wilson Speaks in Columbus 

B. H. Wilson, president of the Life 
Insurance Company of Virginia, ad- 
dressed 200 representatives of the 


company at a meeting in Columbus, O., 
this week. Others who spoke were H. 


Austin, district manager; E. A. 
Crawford, assistant secretary; H. P. 
Anderson, superintendent of the Vir- 


ginia offices, and E. A. Locky. 





Million Men Rally 


The annual agency roundup of the B. 
A. Million agency of the Northwestern 
Mutual Life in Evansville, Ind., was 
held Monday, with U. H. Poindexter, 
assistant superintendent of agents, pres- 
ent representing the home office. The 
opening address was made by Mr. Mil- 
lion, who was followed by Mr. Poindex- 
ter. The morning session concluded 
with discussion, and after lunch there 
was a talk on the retirement income by 
Clyde E. Duke of New Albany, Ind. 
Ralph Nelson of Bloomington, Ind., 
gave a talk on “Managing Myself.” 
Mr. Poindexter was heard from again 
and the gathering closed with a round 
table discussion. 








NEWS OF LIFE 


ASSOCIA TIONS 





Allen Is Pennsylvania Head 


Union Central Man Elected President 
at Annual Meeting of State As- 


sociation in Harrisburg 





A. Rushton Allen, manager in Phila- 
delphia for the Union Central Life, is 
the new president of the Pennsylvania 
Association of Life Underwriters, hav- 
ing been elected at the annual meeting 
at Harrisburg. 

The new vice-presidents are Lee D. 
Hemingway, Pittsburgh; S. L. Rice, 
Harrisburg, and H. S. Sage, Wilkes- 
Barre. The new secretary is H. L. 
Smith of Harrisburg. Members of the 
general committee are H. M. Brubaker, 
Williamsburg; T. H. Hughes, Erie, and 
R. B. Kirby, Allentown. 

, The Principal work of the association 
en the year has been the prepara- 
the b . legislative draft representing 
os > ay of the agents in connection 
Penueylvenie’ ee recodification of the 
wil subenitied a ete draft 
ney general. Anoth +o psd 
held “in Phitede er meeting will be 
Pletion of the oa “. The ena 
Septed nd gram. The chairman of 
Geer of mune in charge is Irvin Ben- 
; tladelphia. 

to delees nn oure association was host 
meetin Rates to the state association 
na | at a luncheon. Holgar Johnson, 

agent of the Penn Mutual at 








A, RUSHTON ALLEN 


Pittsburgh, delivered the noon address. 
The 1933 meeting of the Pennsylvania 
association will be held at Allentown in 


May. 
a 


Jackson, Miss.—President Jesse Bounds | 


of the Lamar Life spoke on “Early Life 
Insurance” at the monthly luncheon of 
the Jackson association Monday. A 
musical program by the staff orchestra 





of WJDX, the Lamar Life station, was 


given. Mr. Bounds was presented by P. 
K. Lutken, executive vice-president of 
the Lamar. President Vernon Holleman 


of the association reported that the es- 
say contest on life insurance, sponsored 
by the association, is under way in Mis- 
sissippi and is being handled by the Mis- 
sissippi Federation of Women’s Clubs. 

+ * * 

Lincoln, Neb.—R. B. Hull, managing 
director National association, addressed 
100 members of the Lincoln association 
at a special meeting Oct. 17. Mr. Hull 
dramatically sketched the possibilities 
of the immediate future for life insur- 
ance men, declaring that the people were 
emerging from the depression with new 
ideas and ideals, the result of personal 
and spiritual discipline, which would 
open for life underwriters a wider field 


of influence and profit. 
ie oe 
Lakeland, Fila.—The Lakeland asso- 





ciation has just completed its organiza- 
tion, with 20 members. The officers are: 
Carl Adair, Gulf Life, president; E. M. 
Willis, Missouri State, vice-president; 
W. E. Mullen, Reliance Life, secretary. 
*x* * * 
Oklahoma.—Three qualifications nec- 
essary for successful life insurance un- 
derwriting for the coming year include 
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ies the Trend of the Day.” He stressed 
the difference between the former life 
insurance prospect and the trained life 
insurance buyer of today, which re- 
quires a more highly trained salesman 
to handle. He advocated the use of an 
organized sales presentation. 

Dr. M. I. Olsen, medical director of the 
same company, outlined some of the 
problems encountered by the medical de- 
partment, urging cooperation of the men 
in the field as far as possible. 


x* * * 


Buffalo, N. ¥.—Charles C. Thompson of 
Seattle, president of the National asso- 
ciation, will address the Buffalo associa- 
tion Nov. 8. 

x * + 


Richmond, Va.—The principal speaker 
at the October luncheon-meeting of the 
Richmond association was 8S. Howe Wil- 
liams, state manager for the Bankers 
Life of Iowa, who gave some highlights 
of the national convention, C. C. Thomp- 
national president, will visit Rich- 
15. 


son, 
mond Nov. 
x* * * 


New York City—George D. Riley, Mis- 
sissippi insurance commissioner, will ad- 
dress the New York City association 
while attending the National Convention 
of Insurance Commissioners Dec. 6. 











intelligence, integrity and industry, said esses 

P. H. Young, agency supervisor Central Madison, Wis.—The Madison associa- 

Life of Iowa, in addressing the Okla-/| tion made plans for a membership 

homa association at Oklahoma City. His| campaign at a get-together lunch- 

subject was “The Salesman, Alert, Stud- ! eon meeting Friday. New officers, who 
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many 


General Agency open- 
ings in Iowa, Illinois, 
Ohio and 


Pennsylvania. 


Missouri, 


Home Office 





T no time in the history of the 


the need for and the benefits to be 
derived from life insurance as at 
present. 


In the minds of millions has been 
burned the fact that life insurance is 
an absolute necessity. Economic con- 
ditions have dammed up the desires 
of millions of people, people in every 
hamlet, village, town and city in 
America. 
tions will open the floodgates and 
the demand for life insurance will be 
greater than ever before. 


The life insurance salesman will be 
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BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


life insurance business have so 
people been made aware of 


Bettered economic condi- 
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UNITED MUTUAL 


is opening 


General Agencies 


In Cities 
Throughout America 


If you are capable of handling a General Agency or if you are a good Field 
Man, it will to your advantage to communicate with United Mutual Life 
Insurance Company without delay. 


United Mutual’s financial position is particularly strong. The funds of the 
company are invested in Government and Municipal Bonds only. We have 
no real estate mortgages, stocks, bonds or collateral loans. Insurance in 
force is more than $100,000,000. Our company has operated in the United 
States and Canada for more than 55 years and is chartered under a Special 
Act of the United States Congress. 


Obviously, a United Mutual connection offers an unusual opportunity for the 
best type of insurance men. Inquiries will be held in strictest confidence 
and personal interviews will be arranged with those who qualify. Be sure to 
give complete information about yourself and your record, in your first 
letter. 


United Mutual 


Life Insurance Company 
Harry Wade, President 


941 North Meridian St. Indianapolis, Indiana 


SAFE GUARDED 


PY | 
7 











YOU CHOOSE 


Vested Renewals 
Financial Stability 
Excellent Territory 
Equitable Compensation 
Liberal, Modern Policies 
Constructive Sales Helps 
Personal Home Office Help 
A Company that is forging ahead 
Sympathetic understanding of Agents’ 
problems 
Accident and Health as well as all forms 
of Life 


No matter what you want in a life insurance company you 
will find your desire answered in an agency connection with the 


Union National Life 
INSURANCE COMPANY 


Union Bldg. 
CHARLESTON, W. VA. 











were acting for the first time at this 
meeting, are W. D. Byrns, National 
Guardian Life, president; J. L. Lonergan, 
Equitable Life, vice-president; M. W. 
Hess, Central Life of Iowa, secretary, 
and R. C. Stephenson, Prudential, treas- 
urer. 

* * * 

Baltimore—“The Life Insurance Sales- 

man of Today” and “Your Viewpoint” 
were the subjects of two interesting 
talks at the monthly meeting of the 
Baltimore association, the former by 
Irvin Bendiner of the New York Life in 
Philadelphia and the iatter by C. Vivian 
Anderson of Cincinnati, vice-president of 
the National association. Nine new mem- 
bers were elected. 

* * * 


Columbus, 0.—Courses for the C. L. U. 
degree will be held in Columbus this 
fall under the direction of J. Harry 
Wood. C: C. Doyle, vice-president of the 
Columbus association, is registrar for 
the courses. 

* * * 

St. Louis—J. S. Maryman, special agent 
for the Aetna Life at Little Rock, Ark., 
addressed the St. Louis association Oct. 
20 on “Then and Now.” Mr. Maryman 
has been a million dollar producer since 
1922. In 1929 he reached a peak of 
$1,800,000 in new business. 

x * * 

Michigan—R. B. Hull, managing direc- 
tor of the National association, ex- 
pounded some of his prophetic views as 
to what the depression will ultimately 
teach business in general before a nuin- 
ber of interested audiences in Michigan 
cities the past week. 

Visiting Flint, Saginaw, Lansing, Bat- 
tle Creek, Kalamazoo and Jackson in 
rapid succession, he addressed groups of 
life underwriters and their guests. At 
Fiint he was the first speaker of the fall 
before the chamber of commerce. 

*x* * * 

Texas—The Texas association will 
hold a business session at Dallas Oct. 29 
to formulate a program for the coming 
year and elect officers. Matthew Prown, 
of the Missouri State Life, San Antonio, 
is now president. 

* * * 

Denver—Frank H. Davis, former vice- 
president of Equitable Life of New York, 
reentered the life insurance picture here 
this week at a life underwriters’ break- 
fast. On invitation of the Colorado As- 
sociation of Life Underwriters he drove 
down from his Wyoming ranch for the 
purpose of introducing George H. Har- 
ris, field service supervisor of the Sun 
Life of Canada, who was the guest of 
honor. 

Following a constructive and helpful 
talk by Mr. Harris, the chairman called 
on Mr. Davis for a short talk and in a 
15-minute extemporaneous speech he ex- 
hibited all the fire, punch and vigor of 
former years. 

The Colorado association has broad- 
cast a warning against alleged “cheap 
insurance, sold by radio at a long dis- 
tance and with no local responsibility,” 
reporting information on a specific case 
supplied by a prominent member, where 
the beneficiary got only half the face of 
the policy on a death claim. 

= @ 

Grand Rapids, Mich.—Roger B. Hull, 
managing director of the National Asso- 
ciation of Life Underwriters, delivered 
his address, “Getting Back on to Main 
Street,” at the opening meeting of the 
season of the Grand Rapids association. 
He was introduced by H. Wibirt Spence 
of the Mutual Life of New York. 

J. Leslie Livingston turned the gavel 
over to the new president, H. J. Van 
Wolviear of the Prudential. The other 
officers installed were J. D. Hibbard, Mu- 
tual Benefit, and H. D. Pendergast, 
Northwestern Mutual, vice-presidents, 
and D. J. Porter, Equitable of New York, 
secretary. 

* * * 

Chicago—A sextet of headliners is 
scheduled for the sales congress of the 
Chicago association Nov. 18. Arrange- 
ments are being made to have as speak- 
ers A. E. N. Gray, Prudential; Merle 
Thorpe, editor “Nation’s Business”; H. H- 
Armstrong, Travelers; Thomas Scott, 
leading producer of the Penn Mutual; 
Col. Robert Isham Randolph, head of the 
“Secret Six” in Chicago and former pres- 
ident of the Association of Commerce, 
and Wallace H. King, Mutual Benefit. 
The Chicago association promises not 
only educational ideas, sales helps from 
the firing lines, and inspiration, but 
several entertainment features. 

me 7 6 

St. Louis —Dr. F. H. Martin of Chi- 
cago spoke on “Periodic Personal Health 
Audit” at a joint meeting of the St. Louis 
association and the Optimist Club of St. 





Louis. Dr. Martin is the founder and 
director general of the American College 
of Surgeons and regarded as one of the 
leaders of the medical profession of this 
country. 

Robert Jolly, superintendent of the 
Memorial Hospital, Houston, Tex., Spoke 
on “What an Approved Hospital Mean; 
to You.” 

*x* * * 

Madison, Wis.—The Madison associa. 
tion held its first monthly meeting o 
the new year Friday, when the newly 
elected officers took up their duties 
They are W. D. Byrns, president; J, 1, 
Lonergan, vice-president; M. Ww. Hess, 
secretary, R. C. Stephenson, treasurer, 

ou @ 


Detroit.—More than 200 agents heard 
R. B. Hull, managing director of the Ng. 
tional association, speak on “Getting 
Back on to Main Street” before the De. 
troit association. Vice-president F. Jeay 
Little, Massachusetts Mutual, presided, 

2 2 

Milwaukee.—C. E. Randall, superip. 
tendent of agencies of the Franklin Life 
spoke on “Ten Weeks Outline of Presen- 
tation and Closing” before the Milwan. 
kee association. The membership drive js 
progressing with marked success, ae. 
cording to A. C. Moser, Aetna Life, sec. 
retary, growing from 62 paid members 
in January to 234 at present. 





COMPANY MEN 
Stark Is Made Agency Chief 


Appointment as Superintendent of 
Agencies for Yeomen Mutual 
Life Announced 








P. A. Stark has been appointed super- 
intendent of agencies for the Yeomen 
Mutual Life of Des Moines. He has 
been connected with the Yeomen or- 
ganization for nearly 20 years, starting 
as district manager in the Kansas City 
district in 1913. In 1917 he was made 
state manager for Missouri, and in 1925 
was called to the home office as special 
supervisor of agents. For four years 
Mr. Stark covered the entire United 
States, in connection with the Yeomen 
agency organization. 

In 1929 he was elected to the board 
of directors and to the field committee 
of the Yeomen, and since 1930 has been 
a vice-president of the organization. 

As superintendent of agencies, Mr. 
Stark will devote his entire time to the 
perfection of the Yeomen organization 
in 20 states in which it is now doing 
business, and to the development of gen- 
eral agencies in unoccupied territory. 

In September the company launched 
an aggressive business expansion pro- 
gram throughout the midwest and Pa- 
cific Coast states, and the new superit- 
tendent of agencies will be actively iden- 
tified with this expansion campaign. 


Wallington Ends Long Trip 


I. D. Wallington, manager of agencies 
for the Bankers Reserve Life of Omaha 
was in Chicago this week on his way 
back to the home office after a 5% 
weeks’ trip covering all of the easter 
states. In the course of his trip, well 
attended and enthusiastic regional meet 
ings were held in St. Louis, Pittsburgh, 
Boston and Cleveland. ‘ 

Mr. Wallington spent considerable 
time in New England, which the com 
pany intends to cultivate more iter 
sively, and made a number of importa! 
agency appointments there. He reports 
a very optimistic feeling in regard © 
general business conditions in that set: 
tion, particularly in Massachusetts am 
‘Connecticut. Decided improvement ; 
business was also reported in Clevelan®, 
where Mr. Wallington held the last of 
his regional meetings, on his way ba 
from the east. 


H. G. Mitchell Resigns 


H. G. Mitchell, for five years with 
the Jefferson Standard Life as assistat 
and manager in the sales promotion an 
advertising department, has resigned. 
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New Meaning Put 
on ‘Market Value’ 


(CONTINUED FROM PAGE 5) 


that makes proper valuation of insur- 
ance company assets fundamentally dif- 
ferent and important. The real purpose 
of an annual statement is to show the 
fnancial ability of a company to meet its 
jiabilities, and its liabilities being de- 
ferred, it follows that the deferred or 
future financial ability is of first impor- 
tance. The chief concern is to determine 
the value that present assets will have 
at the time deferred or future liabilities 
mature. Market value then, he said, 
must logically be construed as future or 
deferred liquidating values. 

Cooperation of all the commissioners 
is needed in this question, he said. The 
matter of valuations has been left to the 
companies themselves for the most part, 
he said, and the companies have re- 
ligiously employed stock exchange or 
similar quotations as of the close of the 
last day of each calendar year. 


Fair Weather Standard 


Use of market values, as understood 
by Mr. Kidd, he said, is just as impor- 
tant in times of inflation as in deflation. 
When prosperity is excessive, values that 
do not exist appear in annual statements 
and dividends of real value, that have 
not been earned, are distributed to stock- 
holders. Companies are then obliged 
to enter a succeeding period of depres- 
sion and deflation in a famished condi- 
tion, he said. The old school insurance 
executive, according to Mr. Kidd, could 
probably be expected to plow back into 
capital structure the larger part of any 
inflated surplus and thus provide a 
cushion for trying days to follow. “But,” 
he said, “there has been attracted to the 
business in recent years a class of specu- 
lators and promoters, sometimes re- 
ferred to as financiers, who are inclined 
to treat reserves as an insurance trust 
without much trust rather than the trust 
funds they truly are.” 

Mr. Kidd said that the commissioners 
were wise last year in abandoning what 
he calls liquidating value for what he 
terms market value. The country was in 
a precarious situation. Insurance was 
Standing as the last line of defense. 
Anxiety attended the action of the com- 
missioners’ convention. Any other ac- 
tion than that taken by the commis- 
sioners would have been catastrophic. 
The action taken by the commissioners, 
he said, prevented the voiding of many 
insurance policies and the prevention of 
irreparable damage to the economic 
Structure of the country. 

What is needed, he said, is to set up a 
definite and permanent method of fixing 
the market value of securities for annual 
statement purposes. 








DU LANEY DISCUSSES PAPER 


Recommendation was made by Com- 
missioner A, D. DuLaney of Arkansas, 
in his address before the insurance com- 
missioners convention, that the amortiz- 
ation principle be extended to farms 
cod farm mortgages as well as to bonds. 
Mr. DuLaney s address was in the na- 
ae of a discussion of the address by 
Seminissioner Kidd of Indiana on valua- 
—. DuLaney referred to the Arkan- 
= 5 atute permitting amortization of 
: — and other evidences of debt held 
cued ee which are amply se- 
cipal and Para eo eee 

at are we going to do about in- 
per that do not fall under this 
+ ay . ; he asked. “What amortiza- 
~ Ba will apply? Some sound rule 
oll — ye be established that will 
the companies securities and all of 
€ yield is one of the most impor- 

tant factors to be considered,” he said. 
have = own the evidence of debt or 
_ =f luired the title to the property,” 
Said, “if it has no yield at this time 


an i 
d no ascertainable market value, even 
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though it may have some value, then 
some procedure must be established that 
justice may be done to the companies 
and policyholders. It is my firm opin- 
ion that amortization rule should be ap- 
plied wherever it is possible to do so. 

“Under present conditions and values,” 
he said, “it occurs to me that any agency 
that has a heavy line of real estate loans 
will have to make a large amount of 
renewals upon the amortization plan. 
Where it is known that losses now ex- 
ist in real estate owned or in real estate 
loans, or it is known that such here- 
after be sustained, I think amortization 
should be had wherever possible.” 

Mr. DuLaney took up the real estate 
situation. He recalled that as of June 
30, 1931, federal land banks and joint 
stock land banks had become the own- 
ers of farms, through foreclosure or by 
deed, which cost $112,000,000. They 
also had $20,000,000 of delinquent inter- 
test. The disposition of this property, 
he said, will affect real estate loans and 
values, especially if disposed of at a 
depressed figure. The disposition of 
other properties so: acquired will affect 
values and loans. 


20 Percent in Default 


Real estate loans and investments of 
insurance companies amount to about 
$9,500,000,000. It is estimated that 20 
percent of the loans are in default, es- 
pecially as to interest. 

Nevertheless, according to Mr. Du 
Laney, the diversified line of invest- 
ments of insurance companies presents 
a splendid picture. Diversification has 
prevented a heavier loss than would 
otherwise have occurred. 

There has been a steady increase in 
the ratio of mortgage debts to the value 
of farms, he said. The country is 
brought face to face with the serious- 
ness of arriving at values upon such a 
heavy line of investment, no matter 
by what agencies they are held. 

The tide may change quickly, he said, 
but the true value never returns to the 











WHEN YOU SELL LIFE INSURANCE 


SELL COLLEGE DAYS! 


When you consider that every day in 
college represents about $100 in in- 
come later on, the importance of edu- 
cational life insurance becomes more 
obvious. Out of 1,000 boys entering 
school, only 72 go to college. 
a field for real service. 


Provident Mutual 
Life Insurance Company of Philadelphia 








equivalent of unnatural and fluctuating 
conditions. Definite rules and remedies 





for the ascertainment, preservation and 





appreciation of actual values should be 
determined, he said. He endorsed Com- 
missioner Kidd’s suggestion of a stand- 
ing committee with authority to deter- 
mine and declare market values at all 
times. 


De Barry Gives His Views 
on Work of Conservation 


(CONTINUED FROM PAGE 5) 


of special agents for the company: 

9. The back dating tables are loaded 
sufficiently to provide for conservation 
department's first year’s commissions. 

10. The agent should not lose his re- 
newals. He might have a renewal on 
a 20-pay life or endowment form which 
was certain to lapse and, of course, he 
would lose his renewal. If the business 
is rewritten on an ordinary life, the re- 
newal for the balance of his contract 
is saved, only on a smaller premium. 

11. The experienced conservation man 
is competent to show any general or 
local agent that this work is decidedly 
to the advantage of their policyholders, 
their agency, themselves, and the com- 
pany, and in practically every instance 
the local agent is very pleased to co- 
operate. 


Starts a Dangerous Chain 


12. If the agent claims he can do this 
work as well as the man with years of 








FULL LEVEL PREMIUM 
COMPANY 


Has four General Agency openings, one in each of the 
following states: 


MINNESOTA 


IOWA 


MICHIGAN 


ILLINOIS 


A purely mutual, full level premium 3!/,%/ low net cost 
Company, highest rating; and with a record of unin- 


terrupted growth and progress. 


Men who believe they have General Agency qualifica- 
tions may obtain full particulars by addressing the 


Agency Department. 
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experience, all that is necessary is to 
work out in front of him two or three utua Va we, t 
cases. 


13. If the agent is given permission 


a request to rewrite another, then an- 


to rewrite one case, very soon he makes LI FE a ae COMPANY 


other, and so on, and instead of policy- 
holders being taken care of that are in 
danger of lapsing, he has built up cases 


dwin A, Olson, President 
ILLINOIS 






CHICAGO 





that were not in danger of lapsing by As 


preparing the policyholder to look else- 
where for a new policy if his company 
will not permit him to rewrite it. 

14. The special agent from a company 
such as ours is not interested in build- 
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4 ing up any future deal, 


because he is 
only issued cards of policyholders by the 
company whom the officials of such 
company decide are in danger of lapsing 
or have borrowed the greater percentage 
of their reserve or loaned the full 100 
percent. 

15. If impaired policyholders are not 
serviced by a conservation agent who 
knows his business, they will be serviced 
by competing agents and the business 
lost to the company where it rightfully 
belongs. 


End Interlocking, 
Olsness Demands 


(CONTINUED FROM PAGE 3) 


would be standing on its own feet, free 
from all entangling alliances with out- 
side interests, managed by officers whose 
administration would be in the interests 
of the policyholders rather than of cer- 
tain stockholders whose primary object 
is the manipulation of the funds to their 
own private benefit.” 

Mr. Olsness delivered the warning, 
however, that in putting such reforms 
into effect, time should be given for re- 
adjustment of investments and control 
without disrupting the machinery. 

“Of late,” Mr. Olsness declared, “the 
eyes and minds of persons imbued more 
with a spirit of lust for power and 
wealth, rather than for service to hu- 
manity, seem to have become focused 
on the insurance field with its untold 
wealth of assets.” 

Interlocking and holding company 
control enter the picture so that the 
identity of the manipulators may be hid- 
den, he said. One method is for a hold- 
ing company to acquire majority control 
of a life company, pledging that for col- 
lateral to secure control of one or more 
other companies, then using the holding 
company .as a clearing house to begin 
the switching of assets back and forth, 
with a commission here, discount there 
and a fee some other place, all of which 
land in the pockets of the manipulators 
to the detriment of policyholders, ac- 
cording to Mr. Olsness. 

Bank May Be Acquired 


Later a bank may be acquired and 
then an investment company with con- 
trol vested in the holding company. 
Thereupon doubtful securities are loaded 
upon the life companies in the group, 
questionable securities being substituted 
for sound investments. When the show- 
down comes only a shell of the reserve 
assets required by law remain, the man- 
ipulators having switched, traded and 
appropriated everything ‘that had a 
money value. 

In the minds of every one are the 
several large crashes in the past few 
years, he said, “Still in the news col- 
umns of our daily papers there are found 
reports of the entry or discharge from 
penitentiaries of men once prominent in 
the life insurance affairs of this nation.” 

Holding company control and inter- 
locking have been developed in other in- 
dustries, he pointed out. He quoted 
Senator Norbeck of South Dakota, who 
is chairman of the senate banking com- 
mission, on this subject, as well as Wil- 
liam Z. Ripley, professor of political 
economy at Harvard University. 

The receivership of the Inter-South- 
ern Life of Louisville and Security Life 





of Chicago, were the result, he said, of 
promotions arising from interlocking di- 
rectorates and consequent juggling of 
assets. These companies, he pointed 
out, had a total insurance in force of 
$193,402,198, so that many policyholders 
were affected. 


THOMPSON ENDORSES SENTIMENTS 


Mr. Olsness’ paper was discussed by 
Superintendent J. B. Thompson of Mis- 
souri. He said that a remedy must be 
found in legislation, since insurance de- 
partments cannot watch every trans- 
action of every company day by day and 
cannot attempt to manage the affairs of 
companies under their supervision. 
Even when definite information is at 
hand that assets are being traded be- 
tween the insurance company and allied 
interests, to the detriment of the in- 
surer, the department may be powerless 
to act. 

Mr. Thompson suggested that the 
committee, the creation of which was 
recommended by Mr. Olsness, be re- 
quested to draft bills to curb, control 
or prohibit transactions between insur- 
ance companies, holding, investment 
companies or other corporations closely 
affiliated by reason of stock ownership 
or interlocking directorates. 

Mr. Thompson asked why control is 
so all important to an investment or 
holding company which buys stock in a 
life insurance company. Why, for in- 
stance, will a holding company pay $60 
per share for a block of stock sufficient 
to control when the same stock can be 
bought in lesser but substantial quan- 
tities on the open market for $5 to $15 
per share. He asked whether this is 
not prima facie evidence that the pur- 
chasers intend to so manage and con- 
trol the -company and assets as to get 
their money back, “either through a 
trap door or by using a suction pump.” 

Frightful Abuses 


“Frightful abuses,” he said, have been 
perpetrated upon a few life companies, 
through the machinery of holding com- 
panies, interlocking directorates or allied 
companies and repurchase agreement. The 
best of legal talent is employed by 
them to keep barely within the law or 
evading its clutches. The public has 
been wronged, cheated and defrauded, 
he said. Legitimately operated com- 
panies have suffered by the impairment 
of confidence. Mr. Thompson expressed 
agreement with Mr. Olsness that the 
Inter-Southern Life and Security Life 
were ruined because of the evils under 
discussion. 

Mr. Thompson discussed the repur- 
chase agreement. “This has the frag- 
rance of the flower but the sting of the 
bee,” he said. “If the deal goes sour 
on the insurance company, will its offi- 
cers bring suit against its directors or 
will the directors sue themselves to en- 
force the contract? When a loss is to 
be taken in such deals, the good old re- 
liable insurance company is usually the 
goat. It can and it has absorbed an 
enormous amount of money.” 


Interstate L. & A. Convention 


The annual agency convention of the 
Interstate Life & Accident of Chatta- 
nooga, Tenn., is being held in Biloxi, 
Miss., Oct. 20-22, with Dr. Joseph W. 
Johnson, president, and G. K. Henshel, 
assistant general manager of agencies, 
in charge. 
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Finance and Investment Problems 
Are Taken Up inthe Final Section 


of Examination for C. L. U. Degree 


This is the concluding section of the 
selected answers to C. L. U. examination 
questions, which THE NationaL Unper- 
writeR has been printing in installments. 
This is a continuation of Part V. dealing 
with finance and investment questions. 


Question 3. A corporation has a con- 
vertible bond issue outstanding. (a) Into 
what other securities may the bonds be 
converted? (b) What advantages can a 
corporation derive from bond conver- 
sion? (c) What speculative features at- 
tach to convertible bonds? 

Answer. (a) The indenture of a con- 
vertible bond specifies into just what 
other securities it may be converted and 
the price at which conversion may be 
made. Frequently a certain price will be 
set for a given number of years, then 
another price for another period; some- 
times the convertible feature expires 
after a stated period. Usually such bonds 
are convertible into common stock but 
may also be converted into preferred 
stock. 

(b) The corporation will benefit by 
conversion of bonds into stock in the 
following ways: (1) A creditor becomes 
a part owner of the business, releasing 
his clams. (2) Fixed charges in the 
form of bond interest which must be 
paid, are reduced. (3) By reducing fixed 
charges a larger percentage of the gross 
earning is available for other purposes. 
(4) Property is now unincumbered plac- 
ing the corporation in a strong position 
for new borrowing—in cases where it 
needs new money. 

(c) The speculative feature of a con- 
vertib!e bond is that the issue into which 
it is convertible may rise in price, in 
which case the action of arbitragers will 
cause the convertible bond to rise so as 
to keep pace with the ratio of conver- 
sion stipulated in the bond. For in- 
Stance: A company whose stock is sell- 
ing at 75 issues bonds convertible on 
the basis of $100 par value of bonds for 
one share of stock. If the stock sells at 
$100 the bond and stock have the same 
value. If the stock sells at $125 the 





bond will also sell at $125, less the cost 
of making the conversion. 

On the other hand the convertible 
bond is not subject to the same depre- 
ciation in price as stock, as it will tend 
not to go below its fair price as a bond 
considering security and yield. 


Cash Dividends on 
Common Stock Discussed 


Question 4. In recent years it was 
frequently asserted that business cor- 
porations could continue their regular 
dividend payments on common stock 
outstanding even in years of depression, 
because of their large accumulated sur- 
pluses. Nevertheless a number of Amer- 
ican business corporations have sus- 
pended cash dividends, although the ac- 
cumulated surpluses shown on _ their 
financial statements are more than suffi- 
cient to continue regular dividends. 

(a) What reasons can you give why 
dividends are not continued out of cor- 
porate surpluses? (b) Do you consider 
such dividend suspension sound business 
finance? Reasons. 


Borrowing in Order 
to Pay Dividends 


Answer. (a) Accumulated surpluses 
in most American business corporations 
are not left idle. Frequently they have 
not been paid out as dividends when 
earned because it seemed advantageous 
to the directors to use them in expanding 
the business. Many of the surpluses to- 
day are represented by additions to 
plants and machinery. Many others are 
required to finance the larger inven- 
tories and accounts receivable incidental 
to past business expansion or present 
depression. Any or all of these reasons 
may make the surplus non-liquid at 
present. 

To pay out dividends when surpluses 
are non-liquid in most cases is danger- 
ous to the business as it means borrow- 
ing in order to do so. Besides, the fact 
that the surplus is non-liquid indicates 
that it is needed in the business; a loan 
in order to get the cash further handi- 








caps the business—assuming the loan is 
obtainable. 

Directors of many corporations are 
more concerned today with the problem 


of keeping their companies in sound 
financial shape, ready to seize the op- 
portunity of profitable business when 
conditions improve and to take advan- 
tage of present opportunities to buy out 
competitors who are in difficulties, than 
they are with the continuance of divi- 
dends. 

(b) It is sound business finance to 
keep the corporation in such shape that 
there is no danger of being forced into 
bankruptcy or being unduly handicapped 
for lack of working capital. Therefore 
even if there were sufficient cash on 
hand to pay a dividend it is better to 
conserve it for the purpose of paying 
fixed charges and for necessary expendi- 
tures until business reyives, This is es- 
pecially true when the outlook for large 
current earnings and easy lending terms 
by the banks seems remote. 


Part Played by Credit in 
Business Finance Viewed 


Question 5. The argument is often 
advanced that business revival is re- 
tarded because of the reluctance of com- 
mercial banks to extend credit. (a) What 
do you understand by “credit” and what 
part does it play in business finance? 
(b) Why should commercial banks be 
reluctant to extend credit? 

Answer. (a) The term “credit” is 
applied to the business privileges of de- 
ferring payment for goods or services 
or of borrowing additional capital funds 
for immediate use with repayment de- 
ferred until an agreed future time. It 
plays a very large part in business 
finance. In fact, most of the business 
of this country is conducted on “credit,” 
which may partake of any one or more 
of several forms. 

Credit is so vital in business that as 
it dries up business slows down. It is 
estimated that 80 to 90 percent of all 
business is conducted on credit. The 
roundabout process of production must 
have credit, as certain kinds of produc- 
ers’ goods must precede others and must 
be completed ahead of consumption. The 
merchant must have credit to provide 
goods for the consumer to buy and often 
the consumer must have time to pay for 
them. 

(b) banks institu- 
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tions of deposit, and owe their existence 
to those customers who entrust funds 
to them. Hence, they must be reluctant 
in extending credit when the trend of 
business makes repayment of loans in 
many cases problematical. A bank must 
protect its depositors, and be able to 
meet its demands at all times. It must 
preserve not only solvency, but liquidity. 

The experiences of the last two years 
indicate that the probability of repay- 
ment of loans as agreed is very much 
less right now on account of the un- 
certainty of business conditions. Be- 
cause of this fact, commercial loans are 
much more likely to turn out to be 
“time” loans with the result that the 
loanable funds of the commercial bank 
become “frozen,” thus making it impos- 
sible to meet the demands of a run on 
the bank. 


Federal Reserve System, 
Open Markets Explained 


Question 6. A group of economists 
recently submitted a number of recom- 
mendations to President Hoover, in- 
tended to stimulate business revival, 
among which was the following: “We 
recommend that the federal reserve 
banks systematically pursue open mar- 
ket operations with the double aim of 
facilitating governmental financing and 
increasing the liquidity of the banking 
structure.” (a) What are federal re- 
serve banks and what are open market 
operations? (b) Show clearly how open 
market operations may be employed to 
carry out the two-fold aim suggested in 
the above recommendation. 

Answer. (a) Federal reserve banks 
are banks for bankers established by the 
federal reserve act of 1913. There are 
12 of them located in the United States, 
each serving a given district. The prin- 
cipal purposes of these banks are: (1) 
To provide an elastic credit system. (2) 
To provide the concentration of bank 
reserves. (3) To provide an elastic cur- 
rency. (4) To assist member banks in 
their transaction with each other. 

The open market operations of the 
federal reserve banks consist in the 
buying and selling of acceptances, and 
United States obligations in the open 
market. 

(b) By buying VU. S. obligations in 
the open market, federal reserve funds 
are made available to the government to 
meet current obligations. These funds 
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in turn are deposited in a member bank 
(usually) by the seller and may be re- 
tained in the vault of member bank or 
deposited with the federal reserve bank 
to the member’s credit, thus increasing 
its reserve, and on the basis of the re- 
serve so created it may expand loans to 
customers. 


Is Land Counted the 
Best Sort of Security? 


Question 7. “If the land of the coun- 
try is not good security, what is good 
security?” asks the author of a recently 
published book on promoting business 
stability. (a) What is your answer to 
this question? Give reasons for your 
point of view. (b) Set forth clearly what 
you consider good security behind an in- 
vestment. 

Answer. (a) Land per se is not good 
security because it is unstable in value, 
is not portable or interchangeable, and 
may not be productive. It is only as 
human effort is applied to land to make 
it productive that it becomes valuable 
for security. A hundred acres of land 
in the northern part of Greenland may 
be entirely worthless, or else worth only 
an infinitesimal fraction of the value of 
100 square feet on the corner of 42nd 
and Broadway in New York City. 

(b) Good security back of an invest- 
ment must be of such a nature as to (1) 
absolutely assure the safety of the prin- 
cipal; (2) be capable of producing sure 
and steady income, i. e., the yield of the 
investment must be certain; (3) be mar- 
ketable, and not only be able to com- 
mand a price, but to command a stable 
and definite price, i. e., be subject to a 
minimum of fluctuation. 

Question 8. “The decline in commod- 
ity prices during the past two years will 
necessitate the financial reorganization 
of a number of American industrial tor- 
porations.” (a) Why should such reor- 
ganization be necessary? (b) Explain 
two ways in which it may be achieved. 
(c) What are the purposes of reorgani- 
zation and how may they be attained? 

Answer. (a) A decline in commodity 





prices brings a severe decline in the 
margin and volume of profits, also in the 
volume of capital needed for business 
operations. Since the capitalization of 
many large industrial corporations had 
been grossly increased by stock divi- 
dends, split-ups, issue of rights, etc., 
during the rise in commodity prices, it 
reached a point where payment of divi- 
dends is not possible from a much 
smaller margin of profit on so large a 
volume of capitalization. In addition, 
fixed charges are relatively high to the 
volume of business capital employed. 
Reorganization is necessary te reduce 
fixed charges, simplify the capital struc- 
ture and put common stock equities back 
on a dividend earning basis. 

(b) Reorganization can be achieved 
first of all by voluntary agreement 
among all security holders to deposit 
the entire amount of their securities with 
a trustee and in return receive different 
securities which in most cases will be 
junior to those they now hold. For ex- 
ample, the bondholders may receive a 
$500 bond for every $1,000 they now 
hold plus a few shares of preferred stock 
and some common stock. This proced- 
ure will be carried out right straight 
down the line and the common stock- 
holders might receive one share for 
every 10 shares they own at present. 

This will materially reduce the fixed 
charges of the corporation, give the cor- 
poration greater working capital, pos- 
sibly allow it to make greater net profits 
and in the end benefit all security hold- 
ers. 


Second Way Reorganization 
Can Be Brought About 


A second way reorganization can be 
effected is involuntarily, in which case a 
receiver (frequently an officer of the cor- 
poration) will be appointed by the court. 
In this event a bondholders’ committee 
is formed and forecloses on the property 
and offers it for sale. They then bid it 
in at a low price and the amount they 
must pay for it is divided among all 
bondholders in accordance with the 
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number of bonds they hold. A new 
corporation is then formed with a new 
capital structure and the bondholders 
owning the property are given securities 
in the new corporation. The fixed 
charges have thus been reduced and the 
corporation continues to do business. 
This method is generally used when the 
consent of all the bondholders cannot 
be obtained and they will not all deposit 
their bonds for exchange. 

(c) The purposes of reorganization 
are to: (1) Provide greater working 
capital. (2) Reduce fixed charges. (3) 
Simplify the capital structure. 

Greater working capital can be -ac- 
quired by issuing receiver's certificates 
after the receiver is appointed. All other 
securities are junior to receiver’s cer- 
tificates and they are considered a prime 
investment. 

Fixed charges can be lowered by re- 
ducing the amount of securities out- 
standing upon which the corporation has 
to pay interest regularly. This can be 
effected as explained in part (b). 


Long Time Interest 
Trend Theory Debated 


The capital structure can be simpli- 
fied by grouping all mortgage bonds of 
the same priority under one new mort- 
gage, eliminating several different kinds 
of stock by issuing one kind of preferred 
and one kind of common and persuading 
security holders to make the exchange. 
If this cannot be done by voluntary 
methods then it can be accomplished as 
previously stated. 

Question 9. Many economists main- 
tain that the long time trend in interest 
rates on investments during the next 
decade will be distinctly downward. (a) 
What are the factors affecting the long 
time interest rates on investments? Ex- 
plain fully. (b) Do you agree with the 
above statemént? Reasons. (c) If the 
long run interest rate were to decline 
what effect would it have on the market 
values of investment securities outstand- 
ing? 

Answer. (a) The long time interest 
rates on investments are influenced by 
the following: 

(1) The supply of capital. Any goods 
produced in this or previous generations 
and not consumed become capital. If 
the supply increases faster than the de- 
mand then less will be paid for the use 
of capital. 

(2) Demand for capital. If less earn- 
ings are possible by the use of capital 
— the demand for its use will dimin- 
ish. 

(3) Greater mobility of capital will 
permit it to be used more effectively, 
therefore a smaller supply will meet an 
increased demand. 

(4) Lowering commodity prices cause 
interest rates to decrease, and rising 
commodity prices tend to make them 
rise. 

(5) Undeveloped natural resources. 
In a country with many of these it can 
use capital to advantage, thereby caus- 
ing an upward trend. As these become 
more fully developed the effectiveness is 
lessened, so interest rates decline. 

After all is said and done, the factors 
which really influence long term interest 
rates are the supply of capital, the de- 
mand for capital and the effectiveness of 
its purchasing power in commodities. 


Interest Rates Will 
Likely Tend to Go Down 


(b) I believe interest rates will tend 
to go down. Much has been saved from 
past generations, therefore there is a 
considerable supply of capital on hand. 
Most businesses are very much over- 
built, such as automobile factories, steel 
plants, lumber plants, etc. Inasmuch as 
population is tending to increase less 
rapidly than formerly and backward 
countries have become more industrial- 
ized, it will be many years before they 
will need much additional capital for 
expansion; in fact it will probably be 
many years before they are working at 
capacity. 

Credit facilities have been developed 
to make capital more effective, so a less- 
ened amount will accomplish more than 





in the past. Commodity prices are joy 
and still going lower. A smaller income 
from $1,000 will purchase more 20045 
than previously. The long term trend 
of interest will probably continue dows. 
ward until the people of the world guj 
saving so much and consume more thay 
is produced. 

(c) The market price of outstandj 
securities with fixed and unchangeahh 
interest rates would go up if the long 
run interest rate declined. The market 
price of a security varies inversely with 
the market rate of interest. For examp 
a 6 percent bond has. to be at par 
earn 6 percent, but will earn 5 perce 
on a price above par; therefore if 4 
market rate for interest goes to 5 pen 
cent the market price of the security wij 
adjust itself to a 5 percent yield. 


Commercial and Investment 
Bank Question Taken Up 


Question 10. Recently proposed bank. 
ing legislation (Glass bill) contains pro. 
visions aimed at abolishing security 
affiliates (investment banks) of chartere 
banks (commercial banks). What rea. 
sons can you advance for advocating 
separation of the functions of commer. 
cial banks from those of investment 
banks? 

Answer. Investment and commercial 
banks are two distinct types of instity. 
tions. 

The investment bank: (a) Handles se. 
curity issues. (b) Investigates such 
issues. (c) Underwrites issues. (d) Mar. 
kets securities. (¢) Invests in long time 
securities. (f) Makes investigations and 
furnishes investing advice. 

The commercial bank: (a) Receives 
demand deposits. (b) Extends (1) mer- 
cantile credit, (2) commercial credit, (3) 
personal credit, (4) general credit. (c) 
Acts as a collection agency. (d) Dis- 
counts commercial paper. (e) Usually 
operates a savings department. (f) May 
operate a trust department. 

As a result of their wide!y different 
purposes these banks have very differ- 
ent types of portfolios. The investment 
bank maintaining a non-liquid position 
holds many long time obligations. The 
commercial bank on the other hand, 
being subject to demand deposits, has 
a portfolio largely liquid, consisting of 
cash, government bonds, federal re- 
serve deposits, short time self liquidat- 
ing paper, deposits in other banks and 
demand or short time notes. 

The differences set forth above would 
seem to justify a separation since affl- 
iation would require two distinct types 
of operation—one of a long time, non- 
liquid character; the other of a short: 
time, liquid character. ; 

In addition to the above the type of 
management and organization is entirely 
different. The investment bank requires 
an investigating and statistical depart- 
ment and security analysts while the 
commercial bank needs local business 
and credit information and deals in 2 
great many accounts of relatively small 
amounts in each case. Then too there 
is always the danger of the investment 
department unloading its bad bargains 
on the commercial department or the 
trust department. 


Penn Mutual 1933 Convention 
The Penn Mutual will hold its 1933 
agency convention in Chicago next Sep- 
tember just before the annual meeting 
of the National Association of Life Ur 
derwriters there. 
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